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Chris Sinsabaugh 


18. 


HE COLUMN’S away from 
home this week, having made 
a forced march here via Wheel- 
ing, W. Va., first stop, and then 
to the state’s capital, Charleston, 
for the annual meeting of the 
West Virginia Automobile Deal- 
ers’ Assn. Therefore, the old note 
book is plenty full as the conduc- 
tor faces the typewriter in his 
room at the Lexington Hotel. But 
before touching on the West 
Virginia episodes, let him get it 
out of his system what he found 


} was 


6% Financing Plans 
Being Studied by FTC; 
Second Confab Sept. 28 


By WILLIAM ULLMAN 


WASHINGTON.—Complaints of alleged misrepresenta- 
tion by certain automobile financing organizations in their 
advertising of 6 per cent motor car purchase financing 
resulted in the appearance of representatives of the com- 
panies before Federal Trade Commissioner W. A. Ayres 
here this week. 

The discussion was exploratory of whether the advertis- 
ing complained of constitutes violation of the Federal 
Trade Act. Allegations had been@— - ae 


made that certain advertising | 
falsely represents that 6 per cent | 750 Delegates 


is all the financing plans of the 
READING, 


companies cited costs. 
In accordance with Federal 
Trade Commission practice, a 
| dealers from every section of | 
Pennsylvania and many from 
other states are already pouring | 





stipulation to discontinue adver- 
tising claims that are under fire 
proposed, but the finance 
companies were not yet ready to 
sign and another discussion will | 


Pa. Automobile | 


$6 Per Year, 10c Per Copy 


a 


NADA Offices|Clean-Up Period 
Moved to Statler|Marked by Lowest 


Hotel in Detroit|\Stoeks in Years 


DETROIT. — Headquarters of 
the National Automobile Deal- 
ers’ Assn. have been officially 
moved from St. Louis to the 
Hotel Statler in Detroit. 

In an official announcement of 
the change, Walter E. Blanch- 
ard, of the NADA executive 
staff, declares that the change 
will be effective Sept. 19 and 
urges that all mail and tele- 
grams intended for NADA exec- 


Demand for New and 
Used Cars Holds Strong 
As Season Closes 


By LOU FOLEY 

DETROIT.—With the in- 
troduction of the 1937 
models drawing closer every 
day, dealers, from the stand- 
utives bear the new address. point of both new and used 
-— car inventories, seem to be 
|in a more favorable position 

| just now than they have en- 


Exp ected | joyed for several years. 


I 6th Meeting As predicted in ADN from time 


}to time, consumer demand for 
|new passenger cars has extended 
His subi r ow | well into the annual changeover 
Retei) Selling F” be “What About |period with the result that many 
a | dealers are finding their new car 
Alfred Reeves, vice-president of | tock ty exhausted 
the Automobile Manufacturers | *0C*S, 2©@my ae 
Used car inventories, while not 


take place Sept. 28. 

In the meantime it was stated 
by the Automobile Manufacturers 
| Assn. that car manufacturers are | 


out about the situation as regards 
the New York national show, set | 
for its opening on Nov. 11. 


ao 


into Reading to attend the 16th 
annual convention of the Penn-| 
sylvania Automotive Assn., and | 


affair is going to be as big as in 
Perhaps not in 


g number of car exhibitors, for time 


S 


iG. 
2 
67 
65 
1 
98. 


has decimated their ranks over 
the years, but in importance, 
showmanship and public interest. 
As a matter of fact, all four 
floors are sold out as of today 


and while the final lists have not | 


been compiled, the late-comer is 
going to have a hard time getting 
space. Says the general manager 
of the AMA and director of the 
show itself, “We could sell twice 
the space in the car and truck 
section if we had it.” 


2k a 


AS THINGS LOOK now camp 
trailers are going to be one of the 
main features of the Palace af- 
fair. There are 15 concerns listed 
now and mebbe there will be 
more if the necessary space can 
be found. Getting the trailers up 
to the fourth floor is one of the 
problems Reeves had to solve, but 
he plans to take the wall out on 
the north end, hoist the trailers 
up by winches on the roof and 
swing them into the building 
through the space to be provided 
by the temporary removal of the 
north wall, Decorations in this 
section are to consist of murals 


of woods and waterfalls to give} 


the proper trailer atmosphere. 
ok 

IN AN EDUCATIONAL WAY, 
the show management is taking 


into consideration the fact that 
yearly a million new drivers 


# 


come into the picture, boys and |tives, will act as a court before 
girls who have come of age and| which any member of the associa- 
who are eager to get busy behind |tion may complain against any 
Therefore, many of|other accused of 
the exhibits are going to teach |trade practices. 


the wheel. 


operation of motor cars. Every- 
thing that has to do with what 
makes the wheels go around is 
going .f >, be taught and strong 
m* >» 

ed on Page 23, Col. 1) 


| not 
AL REEVES says the Palace | 


| It is understood by AMA officials 


| representation a cease and desist | president Plymouth Motor Corp., 





is to be placed on safety |companies upon threat of losing 


involved in the proceedings, 
are not using references to 
per cent in their advertising. 


and 
6 
that certain dealers have been 
using references to 6 per cent 
“unguardedly” and that the| 
finance companies are seeking | 
phraseology that will still allow 





them to use the figure in a way | 
acceptable to the commission. 
Unless a stipulation is agreed . A : 
upon and signed by the com- | C. Day Alfred Reeves 
panies it is within the power of | according to registration figures, 
the commission to issue a formal | there will be 750 delegates at the 
complaint and judge allegations | opening session Monday morning. 
for itself. In the event the com- Featured on the program Mon- 
panies were found guilty of mis- day will be Harry G. Moock, vice- 


order could be issued. representing the Chrysler Corp. 





Aim of Finance 


HOT SPRINGS, Va.—F air trade 
practices, with particular refer- 
ence to protection for smaller con- 
cerns, were guaranteed at the 
annual convention of the National 
Assn. of Sales Finance Companies 
here this week. 

Specifically, the program of 
procedure started when Glenn B. 
Ryman of Atlanta, re-elected to 
succeed himself as president of 
the association, was authorized to 
appoint a committee of trade 
practices. 


The committee, to be made up 
of five finance company execu- 


Groups 


The Top Ten 


Passenger Cars 
First Ten in Registrations 
as Reported in ADN Today. 


1936 

Pos. 

1— 669,442 
2—529,521 
3—333,106 
4—166,393 
5—134,787 
6—117,241 
7—103,080 
8— 69,562 
9— 42,228 Stude. 
10— 38,694 Chrys. 
"Includes Terraplane. 


Total All Makes 


2,350,830 1,872,047 | 


See Total Registrations to Date, 1936- 
1935, pages 24 and 25, this issue. 


Make 
Chev. 
Ford 
Plym. 
D’dge 
Olds, 
Pont. 
Buick 
Huds* 


420,628 — 
604,424— 
271,965— 


; 26,746—10 
violating fair 30,430— 9 

From time to time coercion of 
automobile dealers has _ been 
charged to force them to handle 
their financing through certain 











(Continued on Page 18 Col 4) 


Assn., will appear on the program, 


as will A. N. Benson, manager of 


the National Auto Dealers Assn. | 


The two featured service speak- 
ers will be B. Robert Greenlaw, 
service manager Wilkie - Buick 
Col. 3) 


(Continued on Page 5, 


| Francis H. Fenn 
Takes New Post 
At Willys Plant 


TOLEDO, O.—Appointment of 


Francis H. Fenn, formerly na- 
tional sales promotion manager of 
Pontiac Motors, 
as assistant to 
the president of 
Willys - Over- 
land Motors, 
Inc. was an- 


j}nounced this 


Fair Practice Code | 


week by David 
R. Wilson, pres- 
ident. 

Fenn has al- 
ready assumed 
his new duties, 
his appointment 
being the first 
of major importance to be made 
since reorganization of Willys- 


(Continued on Page 3, Col. 5) 


F. H. Fenn 


2 ‘More Good Years Ahead, : 


|reflecting the same happy situa- 
| tion shown by new cars, are caus- 
|ing dealers less concern just now 
|than has been the case in many 
| years. 

To gild this optimistic picture 
'a little further, sales prospects 
for the forthcoming 1937 models 
|}are rosy and, insofar as the pic- 
| ture can be seen at this time, con- 
|tain no threat for the future. 

The foregoing conclusions have 
been drawn from answers re- 
ceived from state directors of the 
National Automobile Dealers’ 
| Assn. to three questions: “How 
are your new and used car in- 
ventories?” “What is the outlook 
for this Fall?” and “What factors 
will affect your future market?” 

In the nation’s capital, Stanley 
H. Horner reports that he has 
nearly sold out of new cars and 
has less than a month’s supply 
of used cars. Says Horner: 

“I still have three new cars and 
four demonstrators to be sold. 
My used car stock is about 45 
cars which is about a 25-day sup- 
ply. I consider this to be a very 
good position. The outlook for 
the future is good, although the 
coming election may retard sales 
until it is settled.” 

From across the continent, Wil- 
liam L. Hughson, San Francisco, 

(Continued on Page 2, Col. 1) 





W. Va. Dealers are Told 


CHARLESTON, W. Va. 
more years of good business 
the automobile industry before a 
turning of the cycle 


sales director, Dodge division of 


the Chrysler Corp., in his address | 
before the annual convention of | 
the Automobile Dealers Assn. of | 


West Virginia here Monday. 


The convention was attended by | 
about 200 automobile men from | 


all parts of the state and was pre- 


Two | 
in | 


were fore- | 
cast yesterday by Forest H. Akers, | 


ceded by a dinner in honor of 
Chris Sinsabaugh, editor of Auto- 
motive Daily News, Sunday even- 
|ing. Sinsabaugh spoke before the 
delegates the following day on the 
| subject “A Newspaper Editor Sees 
;}an Automobile.” 

“These are prosperous times for 
| the automobile industry, “Akers 
asserted. “There has been a jump 
| in the volume during the past few 
years from 2,000,000 to 5,000,000 
cars and I predict we shall have 

(Continued on Page 3, Col. 1) 
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Dealers Face New Season with Bright Prospects 


New and Used 


d Car Stocks 


Reported in Good Shape 


(€ Seationcd . from Page 1) 
assures ADN that he is in just as 
good shape as his Washington | 
cousin. 

“Our used car stocks are nor- 
mal,” Hughson asserts. “Com- 
pared to sales at this season of 
the year both our new and used 
car stocks are normal. I wouldn't 
hesitate to say that prospects for 
the 1937 models are very good.” 

E. M. Lied, NADA president, 
asserts that in the Omaha, Neb., 
territory, both new and used car 
inventories are higher than they 
were this time a year ago. He 
adds: “This trade area in recent 
weeks has begun to feel the ad- 
verse effects of the drought par- 
ticularly in the used car market. 
However, our fall business should 
be at least as good as last year’s. 
This will depend largely on how 
soon the new models are available 
as many buyers are apparently 
waiting for the 1937 lines to 
arrive.” 

From Grand Forks, N. Dak., in 
the heart of the so-called drouth 
area, comes a cheering word from 
D. G. Kelly, of the Valley Motor 
Co. From his remarks it may 
be gathered that sales have per- 
sisted even in the midst of deso- 
lation. 

“Late rains have helped the po- 
tato and beet crops,” Kelly wires. 
“The rains have also improved 
forage conditions which should re- 
sult in increased car sales later. 
Used car inventories are still too 
high in this vicinity and used car 
sales are slow. However, present 
indications are that current mod- 
els will be cleaned from dealers’ 
stocks when the new models be- 
come available.” 

From the far south, E. C. Wil- 
liamson, Jacksonville, Fla.,_ re- 
ports that: 

“Dealer stocks of both new and 
used cars are in a very satisfac- 
tory condition throughout this 
territory. The outlook for fall 
and winter business is very en-| 


laa. is a heavier and larger 
| rear axle with a ratio of 4.7 to 1 
; and larger, more powerful brakes 
ito handle the greater weight of 
the car. While the front end 
spring suspension system is the 
familiar Packard Safe-T-fleX as 
used on the standard 120, the 
springs are made considerably 
heavier as are the rear springs 
also. Tires are larger and shock 
absorbers are modified to take 
care of the larger car. 

Fittings and upholstering treat- 
ment of the new seven-passenger 
120’s is in practically every case 
the same as that used on the big 
more costly Packard Super Eight 
cars. This includes such items as 
folding arm rest for the rear seat, 
deep, heavily padded _ carpets, 
richer finished moldings, finest of 
broadcloth upholstering and de 
luxe fittings throughout. Both new 
cars are equipped with large 
built-in luggage trunks at the 
rear. 


N ash-LaFayette 
Preview is Set 


For Sept. 23-25 


KENOSHA, Wis.—A previewing 
of the 1937 line of Nash and La- 
Fayette cars, with field represen- 
tatives and _ distributors from 
throughout the United States and 
Canada in attendance, will be 
held here from Wednesday 
through Friday of next week, it 
is announced by Nash Motors Co. 

There is plenty of reason for 
advance enthusiasm over the un- 
veiling, for it is reported that 
already the bank of “sight un- 
seen” orders has topped the 10,000 
mark. 

Both the program arranged and 
the number of those in attendance 
will make this the 





couraging throughout Georgia and 
Florida.” 

New England conditions 
highly favorable, says A. 
Reopel, Springfield, Mass. 


are | 
V 


senger cars but have too many 
new commercial jobs on hand. 
Our used car inventory is normal 


in view of the volume of sales} 


we have handled. The fall sales 
outlook is highly favorable for a 


satisfactory clean-up prior to the | 


automobile shows. Factors that 
have contributed to good business 


in this area are bonus spending, | 
steady employment and the con-| 


tinued operation of many varied 


manufacturing plants. All these | 


have contributed to give us a 
very astistactery status.” 


Luxury M Models 


together in the history of the 


company. 


Cc. H. Bliss, vice-president in 


‘|charge of sales and advertising, | 
“uKy | will open the convention Wednes- 
We are short on new pas-| 


day with an address of welcome. 


|On schedule for the afternoon 


will be the first showing of the 
new product, along with a dis- 
cussion of engineering features 
by N. E. Wahlberg, vice-president 
in charge of engineering. Court- 
ney Johnson will next interpret 
these features in terms of sales 
points. Bliss will again take the 
floor with dealer facts concern- 
ing prices and discounts. 


Thursday will be devoted en- 
tirely to an outline of sales, ad- 
vertising and promotional plans, 
which are said to set a new peak 
in Nash history. In addition to 
| Johnson, the speakers will in- 
clude Frank Babcock, advertising 





Included in 120 
Packard Line 


luxe 


-The big de 
seven-passenger sedan and sedan 
limousine type of cars which have 
heretofore been confined. to the 
higher priced fields are now being 
made available in the low price 


DETROIT. 


classification of the industry. 
These new cars now being an- 
nounced by the Packard Motor 
Car Co., are Packard 120 seven- 
passenger touring sedans and 
sedan limousines. They have a 
list price of $1,690 and $1,840 at 
the factory. 

Both new cars have a wheel 
base of 138 inches. They use many 
of the units of the 120, including 
its 120 h.p. engine. However, they 
are completely engineered and 
built from bumper to bumper as a 
finished line of cars by them- 
selves. 

Mechanically they include 
heavier frames to take care of 


manager; E. J. Reeser, promotion 
manager; O. L. Arnold, western 
sales manager; C. N. Roby, east- 
ern sales manager; Storrs Case, 
southern sales manager, and rep- 
resentatives of J. Walter Thomp- 
son Co., Nash advertising agency, 
and Commercial Investment Trust 
Corp. 

C. W. Nash, chairman of the 
board and founder of the com- 
pany 20 years ago, and E. H. Mc- 
Carty, president of Nash Motors 
Co., will wind up Thursday’s ses- 
sion with addresses. 

Small group meetings, a golf 
tournament at the Kenosha Coun- 
try Club and a banquet in the 
evening will mark the proceed- 
ings Friday. 

Activities will not actually end 
then in connection with the con- 
vention, for on Saturday morning 
a mammoth drive-away of the 
1937 cars will be staged. Factory 
officials will thereupon prepare 
for a series of whirlwind tours 
and dealer meetings in every im- 
portant sales territory in the 


their greater weight and length. country. 


|responding period of 1935. 


largest get-| 








AT THE SPEAKER’S TABLE at the banquet of the West Virginia Automobile Dealers’ Assn. held 
this week at Charleston are, left to right: Bruce Perry, Huntington; Hubert Kelley, Charleston; J. F. 
Willis, Bluefield; L. E. Rollins, association secretary-manager, Charleston; M. M. Moorhead, Charleston; 
A. N. Benson, St. Louis, general manager of the National Automobile Dealers’ Assn.; Don Blanchard, 
editor, Automobile Trade Journal; F. H. Akers, Detroit, Chrysler Corp., and P. S. Barrow, Bluefield. 


Studebaker’s 


1936 Sales 


Beat Five Previous Years 


SOUTH BEND. _Studebaker has 
sold more cars between Jan. 1 
and Sept. 10, 1936, than during 
the entire year of 1935, 1934, 1933, 
1932 or 1931, according to Paul G. 
Hoffman, president. 

Hoffman reports sales of 3,178 
passenger cars and trucks during 
the first 10 days of September, 
compared with 876 during the cor- 


brings total sales for the year to 


date up to 55,356, which compares | 


with previous entire years as fol- 
lows: 


1936 to Sept. 10. .55,356 
Retail 


States were said by Hoffman to 
have been greater in August than 
in any month for more than five 
years. 


Graham Plans 
To Boost Output 
Of Supercharger 


DETROIT.—-Keeping pace with| 
an increasing demand for super- 
charger models, the Graham- 
Paige Motors Corp. has sharply 
stepped up its 1937 factory) 
schedule on this type of car. 

According to Joseph B. Graham, 





This | 


deliveries of trucks by | 
Studebaker dealers in the United | 


president, initial production 
schedules call for approximately 
one-half of all 1937 series Graham 
cars to be powered with super- 
charged motors. This proportion 
compares with only 6.5 per cent 
of superchargers among all Gra- 
ham production during 1935, when 
the supercharger cars first made 
their bow, and 28.5 per cent of the 
1936 series production. To meet 
this increase, factory arrange- 
ments have been completed for 
doubling the production of super- 
| charger units during 1937. 

Manufacturing operations on 
| the new series already have been 
started at the Graham factory, 
| although top production will not 





expansion has been completed. 


| This program, 


| increase total Graham production | 
| more 


| capacity by at least 50 per cent. 

| Public showings of the new 
| cars will be made as soon as the 
national dealer and _ distributor 
| organization has been stocked, 
Graham announced. A few cars 
already have been shipped abroad 


for display at European automo- | 


bile shows. 


“If public acceptance of the 
supercharger automobile con- 
tinues to rise as rapidly as it has 
done in the last two years,” he 
said, “it may be necessary for us 
|} to make further increases in the 
supercharger schedule.” 


W. J. CAMERON, spoke to a meeting of the Ford Service Merit 
Club attended by 350 members in Dallas. From left to right, C. J. 
Fournier, service department, Dearborn; Mayor George Sergeant of 
Dallas, F. L. Black, Ford Exhibit at the Texas Centennial Exposition, 
who presided at the breakfast meeting; Cameron and E. H. Martin, in 
charge of parts and accessories sales. 


be reached until an extensive pro- | 
gram of plant improvement and | 


Graham said, will | 





Good Times Will 
Continue in 1937, 
Says Buick Head 


FLINT.—On the eve of the 
launching of Buick’s expanded 
program for 1937, Harlow H. 

Curtice, presi- 
dent, declared 
this week that 
economic condi- 
tions through- 
out the country 
generally could 
not be more op- 
portune. 

“The public is 
hesitant to ap- 
praise the ex- 
tent to which 

H.H.Curtice "ecovery has 

progressed,” he 


told 80 service representatives of 


| the company who were guests at 
}a banquet at the Hotel Durant, 


“but I am convinced that recov- 
ery is riding high and has reached 
the place where nothing can stop 


}it in 1937.” 


| manufacturing 


Recalling that Buick has poured 
than $30,000,000 into re- 
habilitation and expansion of its 
facilities during 
the past two years in preparation 


|for taking advantage of an ex- 
panded buying power, he said: 





“With the improvement in our 
product made possible by this ex- 
pansion program and with the 
constantly improving business 
outlook, it is my opinion that 
Buick is arriving with a product 
for 1937 that is bound to be a 
natural, and arriving under con- 
ditions that could not have been 
better.” 

He recounted the record of the 
company during the past three 
years in which sales volume has 
risen from 40,000 cars a year to 
173,000 in 1936, and assured the 
service men that figure would be 
surpassed by substantial margin 
in 1937. 

C. W. Jacobs, parts and service 
manager for Buick, presided at 
the dinner and outlined the re- 
sponsibilities for service men in 
the 1937 program. 

W. F. Hufstader, general! sales 
manager, addressed the service 
field men at an earlier session 
Wednesday at which they were 
shown the new 1937 Buicks now 
in production. Zone service man- 
agers and adjustors from through- 
out the United States will attend 
others in the series of meetings 
being conducted by Jacobs during 
the rest of September. 


Waukesha Dividend 

WAUKESHA, Wis.—The board of 
directors of the Waukesha Motor 
Co. has declared a regular quarterly 
dividend of 25 cents, payable Oct. 
1 to stock of record Sept. 15. This 
raises the quarterly rate from 15 
cents to 25 cents and puts the stock 
on an annual basis of $1 as against 
60 cents before. James E. DeLong, 
president of the company, has left 
for an extended business trip to the 
Pacific coast. 





(Continued ses Page 1) 


two more years of good business 

“There is a cycle in everything 
First it gets hot and then it gets 
cold. Research has revealed that 
every time we go down one year 
we come up two and that each 
time we come up we attain a new 
peak.” 

The Chrysler official stressed 
cooperation between the factory 
and the dealer and vice versa. He 
told the dealers not to condemn 
the used car as many of them 
would not be in business today 
were it not for it and urged the 
building of a reputation as a good 
used car dealer. Between 13,000,- 
000 and 14,000,000 persons never 
buy anything but a used car, he 
said, 

“Sound progress is achieved by 
pursuing a moderate policy,” 
Arnon N. Benson, general mana- 
ger, National Automobile Dealers 
Assn., principal speaker at the 
banquet Monday evening, said. 
Benson also appeared before the 
convention that afternoon. 


Must Combine Views 


He explained that it was the 
duty of the association executives 
to select the course of action 
which represented a reasonable 
policy by combining the views of 
the ultra progressives with those 
of the conservative thinkers. 

While the automobile industry, 
according to Benson, has been the 
leader in business recovery since 
the depression, the larger volume 
of business has not generally 
brought commensurate prosperity 
to automobile dealers. He attribu- 


ted it to the intense competitive | 
who | 
in their desire to make’sales of | 
frequently | 
give away most of the possible | 
profit in excessive used car al-| 


conditions between dealers, 


new motor vehicles 


lowances. 


scheduled for Tuesday morning at 
which officers for the year were 
to have been elected was post- 
poned until a future date. J. N. 
Peck, of Logan, is the incumbent 
State association president. 


Directors Elected 


Directors elected were; Elliot B. 
Hopkins, Wheeling; G. C. John- 
son, Clarksburg; B. A. 
Martinsburg; 
Charleston; P. S. Barrow, Blue- 
field; Bruce Perry, Huntington; 
J. S. McClinton, Parkersburg; C. 
D. Ludwick, Kiser; S. C. Catron, 
Beckley; Benjamin Garrison, 
Fairmont, and R. L. Walker, 
Charleston. 

Others who addressed the dele- 
gates were D. Boone Dawson, 
mayor of Charleston; R. N. 
McGraw, Wheeling; P. S. Barrow, 
Bluefield, and Don Blanchard, 
editor of Automobile Trade Jour- 
nal, Blanchard pointed out that 
a small margin of profit means 
much and that dealers would 
have gained a great deal if they 
had just given $5 less for each 
used car during the year. 


Chrysler Says 
Exports Gain 


40% Above ’35 


DETROIT.—“The export busi- 
ness of Chrysler Export Corp. was 
never running better and is now 
40 per cent ahead of 1935,” Wil- 
liam L, Mitchell, chairman of the 
board, stated as he sailed for the 
automobile show in Paris aboard 
the Normandie. 

“We never had as many unfilled 
orders, and the forward situation 
looks very optimistic.” 

In regard to the Barcelona plant 
that was seized, he said, “The 
Spanish plant is marking time. 
Chrysler was simply deprived of 
that market, and never suffered 
any losses,” 





|former Towson Body Corp. 


Poland, | 
M. M. Moorhead, | 
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Dodge Official Sees Two More Good Years Ahead 


Benson Also Addresses 
West Virginia Delegation 


O——- a 


Wilkins Named 
GM Manager In 
Southern Calif. 


DETROIT. — The appointment 
of R. J. Wilkins as general mana- 
ger of the Southern California 
division of General Motors Corp. 
has been announced by W. S. 
Knudsen, executive vice-president. 

Wilkins replaces W. S. Roberts 
who has been transferred as gen- 
eral manager to Linden, N. J., 
where the corporation is erecting 
a large plant for the assembly of 
Buick, Oldsmobile and Pontiac 
cars. 


Wilkins prior to coming to Los 
Angeles last March as assistant 
to Roberts, was in Detroit com- 
pleting arrangements for ship- 
ments of equipment and material 
and selection of an organization 
for the $2,500,000 Southern Cali- 
fornia plant. 


Wilkins has been with General! 
Motors for 22 years starting at 
the Flint Buick plant. In 1918 he 
joined the engineering staff of 
Fisher Body Co. and was later 
manager of the Buffalo, N. Y 
plant. Prior to his assignment to 
the executive staff of the Southern 
California Plant he was at Tarry- 
town, N. Y. for 12 years as man- 
ager of the Fisher plant there. 


Covered Wagon 


Names LaBarre | 


MT. CLEMENS, Mich.—R. A. 


The meeting of the directors | “Barre has been named chief 


engineer of Covered Wagon Co. 
LaBarre’s previous connections 
include association with the 


chief engineer building Packard 
and Lincoln bodies, and later 
with Murray Body Corp. He was 


|then with Lincoln Motor Co. and 


Packard Motor Car Co. in charge 


|}of custom bodies, and more re- 


cently, with Hupp Motor Car 


Corp. 


e 


as | 








IN A 1902 MODEL Cadillac: 


standing is Paul W. Garrett; seated 


at the wheel is Amon G. Carter, publisher of Fort Worth Star Tele- 
gram, and William S. Knudsen. Standing in the back seat are Richard 
H. Grant and Lawrence Fisher, celebrating General Motors Day at the 
Frontier Centennial at Forth Worth, Tex. 


Dodge Dealers Called 
To Key City Meetings 


DETROIT.—Dodge dealers and 
their staffs in the 15 regions of 
the company’s organization are 
making ready to attend meetings 
at which factory executives are 
to outline plans for the forthcom- 
ing simultaneous opening of the 


| fall sales campaign. 


General Sales Manager A. van- 
DerZee will preside at meetings 


jin Detroit, Chicago, Indianapolis, 


Cincinnati, Pittsburgh, Cleveland 
and Buffalo. W. M. Purves, as- 
sistant general sales manager, 
will be principal speaker at Dodge 
dealer gatherings in Boston, Phila- 
delphia, Washington and New 
York. Southern territories will be 
covered by J. D. Burke, director 


of truck sales, who is slated to| 


address dealers at Charleston, 
Greensboro, Atlanta, Jacksonville, 





New Orleans and Memphis. E. J.| 


Poag, director of merchandising 
and advertising, will conduct ses- 


sions in St. Louis, Dallas, Kansas | 


City, Omaha and Minneapolis. 
Sales director Forest H. Akers | 
will be heard by dealers at Seattle, | 


OFFICIAL 


Ml 


ALL ENTRANTS in the Soap 


BILUBRICATION 


Box Derby, recently held at The 


Great Lakes Exposition in Cleveland, received an inspection and lubri- 
cation service quite similar to the racing cars at Indianapolis. The 
United States Air Compressor Co. supplied a miniature lift, a small air 
compressor and specialized lubrication grease guns for servicing all 
these Soap Box cars before each race. The Cleveland division of So- 
cony-Vacuum Oil Co. supplied all the lubricants and had three of their 
regular attendants service these miniature cars. It made the boys feel 
like they were in a real automobile race and that their home-made, 
pet coasters received the same consideration as if they had been en- 
tered in the Indianapolis Speedway. This type of co-operation with the 
younger generation convinces them of the need of proper inspection 
and service of their own daddies’ cars. 





| 


San Francisco, Los Angeles, Salt 
Lake City and Denver. 

Each of the five company exec- 
utives in charge of the 27 
scheduled dealer conventions will 
be accompanied by a staff of as- 
sistants schooled in the operation 
of sound and motion 
equipment that will be used dur- 
ing the proceedings. The stage 
and screen equipment prepared 
for the meetings is being for- 
warded in freight cars, to be re- 


routed to the various places at | 


which dealers will gather. 

The first of the meetings is 
being held today, in 
Seattle, St. Louis, Chicago, Boston 
and Charleston will have meet- 
ings Sept. 21. Philadelphia will be 
in session Sept. 22. Dallas, Kansas 


| City, Indianapolis, Greensboro are | 


down for Sept. 23; San Francisco 
and Cincinnati for the 24th; 
Kansas City, Washington and At- 
lanta for the 25th; Los Angeles, 
Omaha, Pittsburgh, New York, 
Jacksonville for the 26th; Salt | 
Lake City, Minneapolis, Cleveland, | 


| New Orleans for the 28th; Mem- | 


| 





phis for the 29th, and Denver and | 
Buffalo for the 30th. The Chicago 
and Philadelphia meetings will 
continue for two days; that at 
New York will be a three-day 
affair. 


Buick Launches 
First Factory 


Service Meeting 


FLINT.—The Buick Motor Co. 
launched its “pre-announcement” 
sales activity this week with a 
series of factory service meetings 
attended by 80 zone service rep- 
resentatives from throughout the 
United States. 

Staged under the direction of 
Cc. W. Jacobs, parts and service 
manager, the meetings encom- 
passed a complete service training 
course on the 1937 service promo- 
tion program. 

Speakers at the sessions, be- 
sides Jacobs, included W. F. Huf- 
stader, general sales manager; H. 
O. Leuschner, B. P. Sparks and 
Cc. D. Stowell, service engineers, 
and Roy Thornburg, A. L. Tracey, 
W. C. Walters, E. W. Eaton and 
Glenn Drake, members of the 
service and engineering depart- 
ments. 

Similar meetings will be held 
from Sept. 21 to 24 for zone serv- 
ice managers and assistant serv- 
ice managers, and from Sept. 28 
to 30 for zome service adjustors. 


picture | 


Detroit. 


Etacbolet Sales 
During August 
Break Records 


DETROIT.—Sales of Chevrolet 
passenger cars and trucks have 
broken all records for any simi- 
lar period in the history of the 
company, W. E. Holler, general 
sales manager, announced this 
week. 

Deliveries of 1936 models at re- 
tail through August totaled 1,- 
045,440 units, Holler said. This is 
326,927 more than were delivered 
in the corresponding period fol- 
lowing the announcement of 1935 
models, and exceeds the record 
for the same period, in the all- 
time high year of 1929, by 116,760 
units. 

Keeping up with the demand 
which resulted in this high vol- 
ume, production set a new high 
mark for eight consecutive 
months turning out 1,000,000 cars 
and trucks in one day over that 


Engineers and 
Salesmen Hold 
Big Conference 


DETROIT.—Members of the 
sales department of Pontiac Mo- 
tor Co. played hosts to the com- 
|pany’s engineering heads at a 
| dinner in the Book-Cadillac Hotel, 
Tuesday evening. 

H. J. Klingler, president, and a 
former sales executive, appreciates 
ithe value of close friendship be- 
ltween these two important 
branches of a business. With the 
|engineering slate wiped clean for 
the 1937 cars and the sales de- 
partment tapering off on 1936 
| model sales, he selected this as a 
propitious time to get together. 

Heading the engineering de- 
partment staff of nine key men 
was Benjamin H. Anibal, chief 
engineer and the man who has 
been responsible for the design 
of every Pontiac car since 1926, 
lwith his two assistant chief en- 
'gineers, W. H. Manning and C. E. 
Summers. 
| C. P. Simpson, general sales 
manager, with Assistant General 
|Sales Managers D. U. Bathrick, 
| in charge of the east, Verne L. 
Murray in charge of the west, and 
| Advertising Manager F. A. Ber- 
| end, headed a staff from the 


isales department. 





Francis H. Fenn 
Takes New Post 
At Willys Plant 


(Continued from Page 1) 


Overland, one of the oldest auto- 
mobile manufacturers in America. 

While Fenn has been associated 
directly .with the automobile in- 
dustry but a few years, his sales 
promotion and merchandising ex- 
perience dates back to 1924 when 
he was assistant sales manager 
for Kelvinator. He later estab- 
lished his own electrical appli- 
ance business as Kelvinator-Syra- 
cuse, Inc., of which he was vice- 
president and general manager. 
He entered the automobile manu- 
facturing field as vice-president 
and sales manager of the Hupp 
Motor Car Corp. He also was 
senior consultant on advertising 
and merchandising for Sanderson 
& Porter. 

Although Wilson did not an- 
nounce in detail Fenn’s duties, it 
is anticipated that he will have 
supervision of sales promotion, 
which will be given considerable 
support through the re-entrance 
of Willys-Overland into the na- 
tional advertising field. 
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DETROIT.—Dealer losses are, 
to a great extent, the result of 
mismanagement, loose expendi- 
tures and wild trade-ins, accord- 
ing to a survey of dealer opera- 
tions appearing in the September 
issue of the National Automobile 
Dealers Assn. Bulletin. 

In a breakdown of dealer opera- 
tions, the Bulletin has divided 
dealers into three classes: those 
operating at a loss; those operat- 
ing at a net profit up to 2.99 per 
cent and those operating at a net 
profit above 3 per cent. 

In these classifications, respec- 
tively, fall 16.93 per cent of the 
dealers, 63.04 per cent and 20.03 
per cent. 


Divided in Three Groups 


These three groups in the sur- 
vey sold a total of 188,754 new 
cars and trucks, or 5.8 per cent 
of the total, in 1935. Each group 
sold approximately the same ratio 
of used cars to new cars: 1.61, 
1.62 and 1.63 to one. The chart 
reproduced on this page is de- 
signed to show the differences of 
the three groups. 


Total sales per new unit (last 
column) were largely the same 
for the three groups as were gross 
margins. In deductions, however 
(items 5, 6, 7 and 8) used car 
losses to the first group were 
nearly double those of the third 
and greatly above the second. As | 
a result, while all three groups 
started out with about the same| 
opportunity for profit, the first’ 
group had knocked its salvaged 
gross margin per new car sold 
down to $224.02, against $243.76 
and $261.59, respectively for the 
two profit groups. | 





Management Poor 


Items 10 through 15, covering 
expenses, point to poor manage- 
ment resulting in greater expenses | 
per new car sold. While the high- | 
est profit group (3) had expen- | 
ses of only $212.61 per car, the} 
loss group showed expenses of 
$255.04 per car. The net profit of | 
departments making money was 
nearly double in group 3 over 
group 1. Matching this up with 
the losses per car in unprofitable 
departments, which was nearly | 





Percentage of Reporting Dealers 
in each Group 
(2) (3) 
6 e 


leHew Car Units sold 
2-Used Car Units handled 


3-Total Sales (Net) 
4-GROSS MARGIN, Departments 
earning 

Mims Prior Deductions: 

eae discounts 
“Pleet" discounts 

a Car Gross Loss (true) 
*TOTAL PRIOR DEDUCTIONS 


Q~REMAINDER, GROSS MARGIN 
SALVAGED 


10fotal Departmental Expense 

1l-Total Indirect Expe pro-rated 

12=GRAND TOTAL EXPENSE 

13-Operating Net Profit of De~ 
partments earning N.Pe 

14~*Operating Net Loss of Depts. 
showing Net Loss* 

15~FINAL OPERATING NET PROFIT, 
OR LOSS*, ALL DEPTS. 


16~Plus Finance Reserve earned 
17-Plus Other Misc. Income 
16~Net Profit Before Other Ded. 
19~*Mims Other Deductions 
20-TOTAL FINAL NET INCOME, ALL 
DEPARTMENTS AND INCLUDING 
FINANCE RESERVE EARNED 


*LOSS indicated by asteriske 


| through 


‘ 
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Management Important Cause of Dealer Losses 


NADA Operations Reports 
Loose Spending, Trades 


double for the first group as com- | 
pared to the third, we come down | 


to this: group 1 lost $31.02 per 
new car; group 2 earned $6.98 per 
new car, 
$48.98 per new car. 

Item 20, the total final net in- 
come, all departments, and in- 
cluding finance reserve earned, 
boils down to this: the first group 
lost $28.83 per new car sold; the 
second had a profit of $10.14 and 
the third group a profit of $59.05. 

In commenting upon these fig- 
ures, the Bulletin points out that 
“Many factors enter into the rea- 
sons why these groups of dealers 
differ in their operations; it may 
be competition, personal manage- 
ment, or other problems. The im- 
portant thing is that a profit can 
be made, and it behooves every 
dealer to find out why his opera- 
tion does not produce more profit, 
and make an effort to improve.” 


In an analysis of dealer state- 
ments, it was shown, the Bulletin 
says, that of the dealers showing 
a loss, 51.1 per cent were multiple 
dealerships; in group 2, 44.5 per 
cent represented multiple dealer- 
ships and in group 3, only 24.7 
per cent. “In other words,” the 
Bulletin says, “the effects of mul- 
tiple dealerships in profit earnings 
is directly apparent.” 


Asks Correction 
The conclusion drawn by the 
NADA is this: 


“Without overlooking the im- 


portant part that sound manage- | 
| ment plays in business, the follow- 


ing conditions, which the. manu- 


facturer individually controls, also | 


carry equal responsibility and 


| should be corrected: 


Reduction of used car losses 
the requirement of a 
gross profit in the used car de- 
partment. 


“7 


“2. Some form of protection, or | 
closed territory, to permit greater | 


opportunity. 


outlets, elimination of 
under-capitalized dealerships, 
bankable franchise that affords 
reasonable protection and some 
assurance of stability for the 
dealer. 


AMOUNT FOR EACH GROUP 
2 
Profit 


(1 


Operating 
at 


(3) 


132,380 
213,812 


279653 
445391 


392939 9529 191,349,662 
72221,629 36,081,077 


6¢ 
1,0 e 


$briigoe 


32,269,169 


38,897 
Ee 
1,02 je 
6,194,732 
4 
l, 
3193452430 
11,184,064 
10,260,425° 
9239739 


79052525 
1,706,158 
2,563,951° 
857»793° 
84,106 
389 5373 
384,314* 3,015,731 
412,789*  1,67%,362* 
7972103*  1,4342,369 
(DTS 36-39-——8-25-36) 


and group 3 earned | 


Profit 


gg 
ai 


General Motors 
Overseas Sales 


At 8-Year High 


in the overseas markets during 
August totaled 24,966 units. This 
| figure represented the largest 
August volume in any year since 
1928, and was 16.4 per cent over 
the volume in August of last year, 
and 2 per cent under the volume 
of July of this year. 

In the first eight months of 
1936, sales in foreign markets 
totaled 223,927 units, representing 
an increase of 15.9 per cent over 
sales of 193,153 for the first eight 
months of 1935. 

These figures include the prod- 
ucts of the corporation’s Ameri- 
can, Canadian, English and Ger- 
man Factories sold outside of the 
United States and Canada. 





Trailer ents, 
Directors Meet 
To Plan Program 


DETROIT.—Directors of the re- 
cently organized Coach Trailer 
Manufacturers’ Assn. met here 
this week at the Statler to formu- 
late by-laws for their organiza- 
tion. The sessions were con- 
| ducted by Carl Schelm of Schelm 
Bros., Peoria, Ill., president of the 
| association. 

At the conclusion of the meet- 
ings Schelm stated that rapid 
progress is being made among 
manufacturers to prepare for the 


industry. He declared detailed 
|announcement of plans being dis- 





| next week or two. 
| 


Will Lose Tickets 

| RICHMOND, Va. (UTPS).—Auto- 
|mobile drivers twice convicted in po- 
“3. Reduction of multiple dealer | lice court on charges of careless and|ager in the newly created Cleve- 


|den to drive their cars on highways 
jin this state for a year, John Q 
| Rhodes jr., director of motor vehicle 
division, has warned Virginia mo- 


torists. 


PER CENT OF SALES 


(1) (2) 
Operating Profit 


465924 
42,038,911 
841572964 


63° 


725132230 
6 


6°10e. 


1,302 
Bob 
»308 


3,126,082 
1,719, 160° 
1,406,922 
166,593 
434.41 
2,007,92 


311,965° 


156952963 


NEW YORK.—Sales of General | 
Motors cars and trucks to dealers | 


great expansion expected by the| 


cussed will be made within the} 


(3) 
Profit 


of 0e00%— of 300% 


Buick Field O 


| FLINT. Expansion of the field 


sales organization of the Buick 
Motor Co., in which four new 
zones have been created and all 
areas of the United States brought 
under the direct management of 
the home office, was announced 
by W. F. Hufstader, general sales 
manager. 

Effective at once, Hufstader 
said, new zone offices of the com- 
pany will be operated in Cleve- 
land; El Paso, Tex.; Denver, and 
Milwaukee. In addition, a new 
distributing organization has been 
appointed with headquarters in 
Boise, Ida., and new distributors 
named in Spokane and Seattle. 

The move is the second in two 
years affecting the major reor- 
ganization and development of the 
Buick field forces. The first oc- 
curred in 1934 when the company 
| re-established its own regional and 
|zone offices in 24 key points 
throughout the country and con- 
trol of all Buick sales activity in 
the field was taken over by the 
home office in Flint. 

Establishment of the new zone 
and distributor points, Hufstader 
said, will effect a further concen- 
tration of sales in the important 
markets of the country and com- 
plete the development of Buick’s 

nation-wide 
field sales or- 
ganization. 
A. C. Sellgren, 
for the past 
three years a 
member of the 
| home office 


j 


pointed zone 

manager in the 

new Cleveland 

zone. This zone 
A.C.Sellgren @™Mbraces 42 

counties in 
{northern Ohio, and one in west- 
ern Pennsylvania. 


His assignment as zone man- 





unfit, | reckless driving will be deprived of|jand zone follows three years of | 
a|their operator’s license and forbid-| jose association with Buick sales 


| operations both at the home office 
‘and in the field. 

| Henry C. Gillespie jr.. who has 
| been associated with Buick in re- 


PER CENT OF GROSS MARGIN 


(1) (2) (3) 
Operating Profit Profit 


of 0.00% 


staff, was ap-| 


r ganization 


Expanded; Four New Zones 


tail and wholesale operations in 
the south for the past eight years, 
| has been named manager of the 
| E] Paso zone. 

C. E. Childers goes to Milwau- 
kee as zone manager, after two 
years as assistant in the Minne- 








Lg 


C.E. Childers H.C. Gillespie jr. 


apolis zone. He joined the Buick 
organization early in 1934 as a 
special representative. 

Cc. D. Beavers will head the 
newly created Denver zone of the 
company, being promoted to this 
post from district manager in the 
Kansas City zone. 

Olympic Motors Co. has been 
named Buick distributor in the 
Seattle district, headed by M. O. 


| M.O.Anderson C.D. Beavers 


|Anderson, formerly Detroit re- 
|gional manager of Motor Hold- 
|ings Corp., and at one time Buick 
|zone manager in Portland, Ore. 

In Spokane, L. S. Kaufman, 
formerly sales manager in the 
Portland, Ore., area, heads up a 
new Buick distributorship. 


The Campbell-Simpson Co., long 


|time Buick dealers in Boise, be- 





come distributors for the newly 
| created sales territory in Idaho. 


PER NEW UNIT SOLD 
(1) (2) 
Operating Profit 
at 
Net Loss 


(3) 
Profit 


le62 
$1445+46 $1463.70 
272056 
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Dealers Extend Discounts But Don’t Favor Them 


Competition Forces Use, 


Inquiring Reporter Finds 


ADN’s Inquiring Reporter This Week Asked 
The Following Question: 


“Are cleanup discounts being granted in your city? Do 
you think such discounts are necessary this year?” 


If the Inquiring Reporter’s 
you your comment would be 


your news on today’s question. 


query did not get around to 
appreciated. Please write us 





DETROIT. — While dealers in 
three scattered sections report 
that discounts are being practiced, | 

the Inquiring} 

Reporter finds 

that the major- 

ity of them feel 

it is not neces- 

sary. The deal- 

ers contacted by 

the Inquiring 

Reporter have 

not, in most 

cases, resorted 

to discounts 

themselves and 

see no need for 
it. 

Some. dealers 

report that com- 

petition has forced them into 
granting discounts. 

One dealer advocates open dis- 
counts rather than long trades. 
Another dealer reports that he 
expects to be able to sell at least 
80 new cars within the next 30 
days without resorting to dis- 
counts. One of the objections 
voiced against discounts is that 
profit customers for the new) 
models are lost. 

Bootlegging in the south has) 
created an extra problem for 
dealers there, and the competition 
has forced discounts. 

Following are the replies to the 
Inquiring Reporter this week: 

L. L. Johnson, president Central | 
Chevrolet Co., St. Louis: “The 
company does not resort. to) 
clearance discounts, knowing 
there is likely to be a shortage 
of cars. If anything, we make 
better deals than formerly.” 

* * * 


Roland Milms, president Auburn 





Cord Motor Co., distributor, St. 
Louis: “In the way our business 
is organized there could be no 
necessity or advantage in dis- 
counts.” 

* * * 

J. C. Bednar, J. C. Bednar 
Motors, Inc., Bridgeport, Conn., 
Hudson-Terraplane: “At least two 
local dealers are now advertising 
cleanup discounts on 1936 cars. | 
In as much as two months time | 
will elapse before the fall shows, | 
it seems to me that such a dras- 
tic step as this should be unneces- 
sary unless overstocks are very 
heavy. The remaining time should 
be adequate for normal cleanup 
of 1936 models. Discounts now 
being offered threaten to de- 
moralize the fall new car market.” | 


* * * 


Maurtiz Mathisen, Mathisen 
Motor Sales Inc., Bridgeport, 
Conn., Packard: “It is far better 
to advertise openly that you are 
reducing the price on 1936 cars 
than to hide the reduction in 
greater used car allowances. 
Hiding the discount tends to dis- 
turb the whole used car market. 
I consider an openly stated dis- | 
count to be the proper method of 
handling the situation.” 

* * * 


James V. Adley, The Adley Co., 
Bridgeport, Conn, Graham- 
Paige: “While we have been 
forced to advertise cleanup dis- 
counts because other dealers are 
doing it, I do not feel that it 
should be necessary. Such dis- 
counts definitely disturb the new 
car market. It would be better to 
facilitate clearance by longer 
trades whether or not a discount 
is offered. Customers expect a 








| Co., Plymouth, Atlanta: “Cleanup 


| vertised in the local papers $100 


|Smith Co., 


| dealer organization of more than 
| 77 distributors and more than 800 
| dealers. 


long trade anyhow so that the| 
discount merely makes the sit- | 
uation worse.” 

Eo * * 


Elie McCord, McCord-Johnson 
discounts are being resorted to 
by Atlanta dealers. Such discounts 
would not be necessary if dealers 
would hold fast but some always 
allow them and others are com- 
pelled to follow suit. In our ter- 
ritory bootlegging is_ terrible, 
which makes discounting preva- 
lent at all times of the year. Some | 
dealers are loaded with new cars 
and this forms another reason 
for cleanup discounts. The dealer 
who has a_ conservative stock | 
has to meet the competition of | 
the overloaded dealer or keep his | 
cars. This practice absolutely | 
kills lots of prospective 1937 buy- | 
ers who would otherwise make 
profit deals. Discounting is more | 
prevalent this year and for larger 
amounts than ever before. One 
competitive dealer recently ad- 





off on any new car in stock.” 


* * * 


B. V. Stodghill, manager, John | 
Chevrolet, Atlanta: | 
“Cleanup discounts are being ex- | 
tensively resorted to by other! 
dealers here, we do not consider 
such discounts to be necessary 
and have not indulged in them. 
With new car stock running short 
with other Chevrolet dealers and 
delivery of new 1937 models not 
scheduled before the first week 
in November, we expect to move 
all of our new cars without taking | 
any serious discounts. We expect | 
to sell at least 80 new cars during | 
the next 30 days and to have no 
difficulty in disposing of the re- 
mainder of our new car stock be- 
fore the 1937 models begin to 
come in.” 


Roberts Named 
Sales Chief Of 


Covered Wagon |. 


MT. CLEMENS, Mich.—A. G. 
Sherman, president of Covered 
Wagon, has announced appoint- 
ment of J. E. 
Roberts as vice- 
president in 
charge of sales. 

Roberts joined 
the company in 
December, 1935, 
and during the 
past nine 
months he has 
built up a mer- 
chandising  or- 
ganization and 
produced a dis- 
tributor and) 


J. E. Roberts 


Roberts has spent more than 
25 years in the automobile busi- 
ness. His experience dates back | 


©-— 


| shaw, 


| Yale University, 


|}and Edward Payton, will 
|}on “Five Recommendations.” 


jan 
| music, floor show, and a nation- 
|ally known humorist, whose iden- 
| tity will be kept secret until his 


| it 





to the old Winton days and in- | 
cludes many posts with such com- | 
panies as Cole, where he was 
vice-president in charge of sales. 
After that he was _ successively 
with Duesenberg, Rolls Royce of 
America and General Motors, He 
joined the Covered Wagon execu- 
tive staff from Hupmobile. 





“ eos 
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PERHAPS THE DEAN of all American automobile operators is 


from Brownlee. 


750 Delegates 


| Robert Lyon, 94 years old, of Onondaga Township, Mich. Lyon has 
|mever owned cars other than Dodges and has confined his patronage 
to one dealer, George B. Brownlee & Son of Leslie, Mich. Here is Lyon | 
trading in his older Dodge and taking the delivery of a new coupe | 


Expected — 


At PAA I6th Meeting 


(Continued from Page 1) 


Co., Philadelphia, 


service engineer 


and T. Brad- 
Perfect 


| Circle Co., Hagerstown, Ind. 


Professor Hubert Greaves, of 
has chosen the 
topic “How to Say It Different,” 
speak 


Joseph Sloane, senior counsel 
of the Pennsylvania department 
of revenue, will give a talk on 
“Highway Safety,” and two prom- 
inent Pennsylvania dealers will 
round out the program. 

The annual banquet, which will 
be staged Monday evening at the 
Abraham Lincoln, will be entirely 
entertainment affair, with 


actual appearance. 

Tuesday afternoon will climax 
the two-day program with the 
annual golf tournament, which 


| has become one of the most popu- 


lar features, followed immediately 
with a stag party and clam bake, 
both affairs will take place at the 
Reading Country Club. 

President Charles L, Day, Pitts- 


| burgh, advises that close to 500 


registrations have already been 
received, and from all indications 
looks like a record crowd at 
Reading. 

The committee in charge of 


local arrangements 
consists of: 


at Reading 


H. O. Koller, general chairman; | 


R. C. Jones, attendance chairman; 
A. W. Golden, entertainment 
chairman; W. H. Schaeffer, pub- 
licity; A. N. Kline, golf; O. W. 
Lindgren, transportation; and 
John Corbit, reception. 


Following is the program: 
Monday 


8:00 to 10:00—Registration of 
members, visitors, guests, P. A. A, 
Headquarters, Hotel Abraham 
Lincoln. 


10:00—-Address of Welcome, H. 
O. Koller, Reading Automobile 
Co. 

10:05—Appointment of nominat- 
ing and resolutions committee by 
President Charles L. Day. 

10:15—“Service, What Is It?” 
B. Robert Greenlaw, service man- 
ager Wilkie-Buick Co., Philadel- 
phia, Pa. 

10:45——“‘How to Say It Different,” 
Professor Hubert Greaves, Yale 
University. 

11:30—“Opportunities and Obli- 
gations,” Guy Woodward, Dodge- 
Plymouth dealer, Washington, Pa. 

12:00 to 1:30-—-Luncheon—Hotel 
Abraham Lincoln. 

2:00—“Your Part in the High- 
way Safety Program,” Alfred 
Reeves, vice-president and general 


B. H. Anibal, vice-president and chief engineer (left), and C. P. 


| Simpson, vice-president and general sales manager Pontiac Motor Co., 
|look over the sales quota figures for 1937 that Simpson has just 
| written on the large card with the huge pencil presented to him by 
| the engineering staff at a complimentary dinner given by the sales 
|executives to the engineers at the Book-Cadillac Hotel this week. 


manager Automobile Manufactur- 
ers Assn, 

2:30—“One Man Alone,” A. N. 
Benson, manager National Auto 
| Dealers Assn. 
3:45—“What About Retail Sell- 
|ing?” H. B. Moock, vice-president 
Plymouth Motor Corp. 

4:15—Report of nominating 
committee. Election of directors. 

4:30—Report of resolutions com- 
mittee. 

7:00—Annual P. A. A. banquet. 
Ballroom, Hotel Abraham Lincoln. 

Tuesday 

9:30—“What Price Service,” T. 
Bradshaw, service engineer Per- 
| fect Circle Co. 
| 10:15—“Five Recommendations,” 
| Edward Payton, market analyst. 
|} 11:00 “Highway Safety 
Through Correction of the Human 
Hazard,” Joseph Sloane, senior 
counsel Pennsylvania department 
|} of revenue. 
11:30—“Trailer Profit Possibili- 
| ties,” George H. Roth, Roth Buick 
Co., Philadelphia. 
11:45—Selection of city for 1937 
| convention. 
| 12:00 to 1:30—Luncheon—Hotel 
or Reading 





Abraham Lincoln, 

Country Club. 
1:00—Annual P. A. A. golf tourn- 

ament, Reading Country Club. 


Guests not desiring to enter 
golf tournament are cordially in- 
vited to avail themselves of the 
facilities of the Reading Country 
Club during the afternoon. 


P. A. A. annual frolic and clam 
| bake 7:00 p.m., Reading Country 
Club, auspices of Reading Auto 
Trade Assn, 


Record Sales 


| Are Seen By 
Chrysler Chief 


| DETROIT.—“The automobile 
| business is in the healthiest con- 
| dition it has known for years and 
we look forward 
| to some sensa- 
tional new sales 
records in 1937.” 

This statement 
was made by 
Vice - President 
Joseph W. 
Frazer  follow- 
ing a week's 
conference with 
Chrysler's re- 
gional managers 
and field force 
at the factory. 
Attending this conference were 
Chrysler men from all sections of 
the country and from their re- 
ports it was possible for Frazer 
|to get a perfect cross-section. 

“The market for good automo- 
biles is steadily increasing,” said 
Frazer. “This applies to every 
section of the country, including 
even the drought areas. Those 
people have suffered tremendous 
hardships but their courage is 
unshaken and they are going to 
buy motor cars. 

“Chrysler dealers’ stocks of 
both new and used cars are low. 


| 





J. W. Frazer 


|The dealer body as a whole has 


had a splendid return on its in- 
vested capital this year, and is 
consequently in fine condition to 
finance its next year’s operations. 
There doesn’t seem to be the 
slightest question among the deal- 
ers as to whether they can sell 
more cars in 1937 than they did 
in 1936. The only question is how 
many more we can let them have 
and how soon. 


“T never before have known our 
field force to be so enthusiastic. 
This enthusiasm was shared by 
the members of the Chrysler 100 
Club, comprising our star sales- 
men from all sections of the 
country, who have just been en- 
tertained at the factory. These 
fellows, who after all are the men 
in the front line trenches, feel 
that Chrysler really is ‘going to 
town’ next year. They set some 
remarkable records this year but 
every one of them is confident 
that he can double his perform- 
ance in 1937. 
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By the Publisher 


[This week William B. Stout, de- 
|signer of the Scarab car, originator 
of the tri-motored, all-metal airplane 
and former president of the Society 
| of Automotive Engineers, pinch hits 
for Publisher George M. Slocum. He 
is one of a group of guest conductors 
which will take over the production 
of “A Word in Edgewise’” while 
G.M.S. is viewing European automo- 
bile shows, and otherwise enjoying 
himself abroad—THE EbpITor.] 


MOTORS The automobile is the 
AND greatest mechanical] 
MONEY missionary the world 
has ever seen. 

Conceived at a time when the 
world was groping for an answer 
to its human problems, the motor 
car brought transportation, com- 
munication, and the beginnings 
of an understanding between 
peoples which—free from rackets 
—will yet bring 
the world to a 
brotherhood 
possible by no 

other means. 
You Americans 
of the stern ’80’s 
lived locally, 
fou ght locally, 
and smelled 





Management Makes Money 


he the most recent bulletin of the National Automobile | 
Dealers Assn., there appeared a report based on the | 
operating statements of a number of dealers throughout 
the United States in 1935, some of whom are making good | 
profits and others of whom are losing money. This report | 
appears elsewhere in this issue. One of the outstanding | 
features of the report is that it brings out clearly that not 
all automobile dealers are bankrupts or on the verge of 
bankruptcy. 


Actually, only 16 per cent of the dealers showed a net 
loss on their investments in 1935, some 63 per cent showed 
net profits on investment ranging up to 2.99 per cent and 
the remaining 20 per cent or so showed profits in excess of 
3 per cent on their investments. This has been the con-. 
tention of Automotive Daily News in the past when aver-| 
age figures for the entire industry were published. It was 
in this way that the poor credit standing of a minority of 
dealers surveyed pulled down the entire group to a point 
where the totals were not complimentary to the dealers as_| 
a whole. It is for that reason that in the past ADN has| 
refrained from publishing such reports and a double | 
reason now for complimenting NADA for setting its) 
figures forth in this new form. 


Another outstanding fact brought out in any study of 
the new presentation of NADA survey results, is that| 
management is an important element in determining | 
profits or losses. Even in the reports of the great bulk of 
middle ground dealers—the 63 per cent—it is obvious that 
they watch the used car allowances more carefully and 
merchandise their used cars with lighter losses than the | 
lower tier dealers. Also they watch their expenses more 
closely and the result is profit. 

The good time Charlie dealer who over-allows on used 
cars and permits too much freedom in expenditure may 
think that he is being kind to his customers and his em- 
ployes, but this type of operation in the long run will soon 
remove him from the picture and the customer will be 
without a dealer to service his car and the employe will 
be without a job. Also the dealer will be without a dealer- 
ship and the factory will be out the $1,000 or so it cost 





them to obtain and establish the dealership and will be | 


faced with the expenditure of another $1,000 or so to ap- 
point a successor. 

We highly recommend a careful study of the NADA 
figures in their new form to sales executives in the indus- 
try, from top to bottom. And for the incompetent deal- 
ers we would like to call factory attention to the fact that 


the first loss is the cheapest. 
“yrs is a changeover period and some dealers still have 
1936 model cars on their floors. We are surprised, then, 
to find a report from one city in which a dealer who has 
disposed of his cars, now urging the public not to buy 
1936 models except at substantial discounts. It is the old 
cry of wait for new models. Perhaps this is smart. But 
the public soon enough is learning that close-out discounts 
of 10 or 15 per cent are not all they are cracked up to be 


Piggish Pandering 


horsey. There 
were fewer 
people per thou- 
sand who could 
afford a horse 
and buggy at $250 than can now 
afford a $2,000 car. There was no 
wealth—and by wealth I do not 
mean merely gold. 


* 


Wm. B. Stout 


* * 


THE MOTOR CAR, 
when it did, not only produced | 
motor cars and horsepower, but | 
it produced travel and breadth of 
viewpoints; it changed the size} 
of maps; it built roads and fac- 
tories by the score, and withal 
created that wealth with which | 
we Americans buy the automo- 
biles. 

For the first time executives) 
were great enough to see that, un- 
less the common people could en- 
joy the luxuries they created, 
there could be no volume of lux- 
uries and hence no low cost. 

The motive of the automobile 
industry has not been the accum- 
ulation of wealth for firms or in- 
dividuals but the accumulation of 
cuantity production to _ create 
more jobs for more men at more 
money. 


coming | 


* * 


THE NEW WORLD we live in 
has been created from the 
mechanism of motors and by the 
greatness and grandness of the 
men who have brought its human, 
as well as financial, possibilities 
into fruition. Instead of trying 
to write laws the automobile in- 
dustry has discovered the laws of 


* 








human rights, distribution of 
wealth, creation of labor, high 
wages, short hours, out of the in- 
genuity of its own minds and of 





the wonders which shall come 
from the basic economics which 
the motor car industry has made 
so plain that he who runs may 
lead. : 
May the world well see such an 
error of greatness of the common 
man as to wonder why he ever 
stayed in the control of economics 
and the pitfalls of mere opinions 
or tradition. 
os 

LONG LIVE the automobile, 


the world’s greatest missionary.— 
Wm. B. Stout. 


* * 


Underground Garage 

SAN FRANCISCO.—A huge un- 
derground parking garage, with ca- 
pacity of more than 1,000 cars to 
be built under Union Square, in the 
heart of the shopping district, has 
been proposed by the Merchants’ 
Assn. of San Francisco and is nov 
before the board of supervisors of 





and the dealer who urges substantial discounts for his 
competitor may have his urgings come back to bite him 
next year. At least it is not sporting and he might at 
least wait to catch ’im on the rise. 


the city and county. Clyde Healy, 
assistant city engineer, who investi- 
gated the proposal, has estimated 
the cost at $900,000 and suggests 
that it might be offered as a WPA 
program. 
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Roofs to Mend! 


In This 


The views expressed in this 


Corner 


column are those of our readers 


and do not necessarily coincide with those of the editors. Readers 
are invited to use tvis space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


| Right! 


In the Sept. 12 edition of your 
much-liked publication under the 
column of “Sparks,” Chris Sinsa- 
baugh rolls back the curtain of 
the automotive industry insofar 
as the city of Indianapolis is con- 
cerned but in doing so has over- 
looked the fact that Indianapolis 
not only remains the home of a 
manufacturer but one who builds 
the world’s finest motor car—the 
Duesenberg. 

We who sell Duesenberg, are 
well aware of the fact that vol- 
ume never will enter our picture 
in any way, and therefore, we 
cannot expect to be mentioned 
much or thought of often by the 
rank and file, but it seems to the 
writer that every manufacturer of 
a motor car in the United States 
should be proud of the fact that 
the finest automotive vehicle in 
the entire universe is built in 
America—where it should be. 

During the past sixty days 
seven units of Duesenberg have 
been disposed of through the Chi- 
cago branch at an average price 
of $15,000 and in nearly every in- 
stance, we feel sure, in our sales 
story we have mentioned the fact 
that this car was built at Indian- 
apolis, Ind. One of us must be 
wrong. I trust it is Mr. Sinsa- 
baugh.—Donn P. Hogan, Duesen- 
berg Sales Corp., Chicago, TH. 


Production 


Please be advised that in going 
over all your statistics outlined in 
your mid-weekly papers as well 
as your almanac, we are wonder- 
ing if you have any information 
available as to the quantities of 
cars produced by each manufac- 
turer according to models. 

In our particular line of indus- 
try, it is necessary for us to 
purchase raw materials in ad- 
vance to any specific schedules or 
releases and therefore it is neces- 
sary for us to make a forecast of 
the automotive industry accord- 


ing to models, and we are very 
anxious to check our forecast to 
see how close we are coming out 
on these figures. 

To give you an example, we 
made a forecast covering all 
manufacturers for the 1936 mod- 
els, and while we know that a few 
manufacturers are still building 
'36 models, we can sight the case 
of Studebaker and Packard who 
have completed their production 
on ’36 models and are now in 
production on '37 models, and we 
are wondering if you have any 
figures available that would tell 
us exactly how many '36 models 
Studebaker and Packard pro- 
duced.—G. D. Hardy, The Bantam 
Ball Bearing Co., South Bend, Ind. 

Epitor’s Note: ADN estimates 
will be forwarded by mail. Exact 
figures for all makers are not 
available. 


| Lester Perfects 
Driver Checker 
PROSPECT. — Since act- 
ing as a substitute justice 
of the peace Lester Green 
has invented an alcohol de- 
tector that he claims is pos- 
itive, says the Waterbury 
(Conn.) Republican. It’s a 
little gadget that has a tube 
on one end and fits onto 
the carburetor of a car. The 
arrested driver blows 
through the tube and if in- 
toxicated, his breath starts 
the engine and he is fined 
$100 and costs (the fine 
being remitted). If he hasn’t 
had a drink the engine 
won’t start and he is let go. 
The other day Mr. Green 
tried it out on his hired man 
and he started a five ton 
truck running up a hill. | 
Lester fired him. | 
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PONTIAC PROSPECTS 
READ YOUR 


PT EVLLTLALLET ELLE 


MAGAZINES 


yf 


Write Your Answer From 
These Inquiries In 224 
Pontiae Buyers’ Libraries 


. Collier’s read by 18.7% 


. Good Housekeeping read by 17.4% 


1 
2. Saturday Evening Post read by 17.4% 
> 
4. 


. Cosmopolitan read by 12.9% 
. TRUE STORY read by 12.5% 
. American Magazine read by 11.6% 
. Pictorial Review read by 8.5% 
. Time read by 7.1% 


Only above magazines listed on questionnaire 


Only Buyers of new 1936 Pontiacs were questioned 
Research by Market Research Corp. of America 


*The Wage Earner Family Magazine Power That 
Reaches the Men That the Weeklies Don’t Cover 


TRUE STORY 


lie A COPY « NEW CENTER BUILDING, DETROIT 


Ao 
| Nos 


ea c ° 6 


6 
SOURCES: Car Owning Families—1st 5 cities— Consumer use of Selected Goods and Services.” Magazines — Starch “ Magazine Effectiveness Report,” December, 1935. 





West Coast 


Dealers Woo 


Customers 


With New Equipment 


SAN FRANCISCO.— Out here 
on the coast modernization of the 
dealers’ lubrication departments 
have been following a swift pace. 
Dealers who have seen the vol- 
ume of business being built up by 
establishments and units which 
had no hand in the selling of the 
cars, have taken matters into their 
own hands to get back the cars 
which they sold and the profits 
which come through lubrication 
and service. 

To do this they have gone into 
modernization on a large scale. 
The appeal to the car owner con- 
sists of pointing out the use of 
factory approved lubricants and 
the better known grades of oils 
and lubricants. 

Dealers have gone in for color 
in the lubrication departments. 
Backgrounds in brilliant reds and 
yellows are the predominant 
shades. In addition, cleanliness 
is insisted upon in every section 
of the department. The combina- 
tion of the two attracts the car 
owner and sales resulting from 
an inspection of the car chassis 
while the lubrication is being 
completed has resulted in an in- 
creased volume of business. 

Two notable examples are the 
modernized departments of Bill 
Wood, Ford dealer, and Bob Con- 
nell, Oldsmobile. In both cases 
the hoists are separated by 
islands which contain the hose 
jJeads and other apparatus for a 
complete specialized lubrication. 
It is noticeable, too, that the ma- 
jority of dealers in this section 
are using portable oil drain tanks 
instead -of the underground oil 
sump method of disposal. 

Records of increased business 
in volume of number of cars han- 


Workers Make Merry 


BRISTOL, Conn.—More than 10,- 
000 persons attended the annual 
outing and frolic of Plant A, New 
Departure division of General Mo- 
tors Corp., held at Lake Compounce, 
Sept. 12, under auspices of the New 
Departure Employes’ Mutual Aid 
Assn. Executives present included 
General Sales Manager Lester G. 
Sigourney and Comptroller Charles 
R. Anderson. A program of sports 
contests was featured. 








as well as increased sales 
are similar to those re- 
corded in other sections of the 
country. Dealers have it within 
their means to obtain lubrication 
service profits which logically be- 
longs to the dealer who sold: the 
car, a feature of the automobile 
business the dealers have almost 
lost sight of until within the past 
year. 

California with its year-round 
driving presents an unusual op- 
portunity for lubrication and in- 
cidental service work. 


dled 
per car 


Long Guarantee 


On New Battery 


AKRON.—Two new passenger 
car batteries, the purchasers of 
which are guaranteed against 
ever having to spend one cent for 
repairs or replacement as long 
as they own the car in which the 
battery has been installed have 
been added to the 1936-37 battery 
line of the B. F. Goodrich Co. 


Both these products, the Good- 
rich Kathanode Electro-Pak and 
the Goodrich Kathanode Ford- 
Terraplane battery, have the new 
Kathanode type of construction. 


Guarantee on these two batter- 
ies is effective regardless of how 
many miles the motorist drives 
the car, or how long use the auto- 
mobile as a pleasure vehicle. In 
case of battery failure, a new 
Kathanode battery, carrying the 
same guarantee, will be installed 
free of charge. 

The Kathanode_ construction 
uses flexible and porous mats of 
finely spun glass placed against 
both surfaces of the positive plate. 
Lead particles in the plate, the 
active battery material upon 
which the electrolyte acts are 
held in place against the plate 
instead of falling to the bottom 
of the cell, thus giving much 
longer life to the battery. 


Wilcox-Rich Appoints 


DETROIT.— Appointment of M. 
D. Archangeli as sales manager, 
Saginaw division, of the Wilcox- 
Rich Corp., has been announced. 


Hogs for work 
on the heavy hauls 


Nothing Rolls like a Ball 
No Other Form so Strong 


NEW DEPARTURE 


THE SORGED) STEEL BEARING 


Moderni 
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zation Runni 


ng At Swift Pace 


AFTER NOTING THAT street corner competition was doing lubrication work on the cars he put on 
the streets, Bill Wood, San Francisco Ford dealer, put in a background for his lubrication department, 
equipped it with modern equipment and started getting his car owners back. Result—profits. 


WITH SPECIALIZED LUBRICATION, Connell Co., Oldsmobile dealer in San Francisco, has been 
getting car owners back, An attractive setting has helped increase the volume of business. Increased 
sales per car have been noted since the department was opened. 





PONTIAC.—With the _ instal- 
lation of 315 of the most modern 
machines that the machine tool 
industry can build, Pontiac Mo- 
tor Co. marks the completion of 
its new $3,000,000 axle plant, 
which is said to be the last word 
in the manufacture of rear axle 
parts. 

The 66,000 square feet of floor 


Ban on Sunday Sales 


Held Invalid by Court 
MILWAUKEE. — Enforcement 
on the city’s ordinance prohibit- 
ing automobile and parts sales on 
Sundays except in emergencies 


Judge Otto H. Breidenbach, who 
department in suits of the Winne- 


Wisconsin Auto Stores, Inc. 

The court held the Sunday clos- 
ing order arbitrary, unreasonable 
and in violation of uniformity and 
equality provisions of the con- 
stitution. Cases against 13 per- 


|sons arrested for Sunday sale of 


parts in a police drive several 
weeks ago will be dropped. They 
have been held up in district 
court 
ality ruling in circuit court. 


Automobile dealers and parts 


motive Trades Assn. some time 
ago voluntarily closed Sundays 
and are expected to continue to 





do so regardless of the decision. 





was enjoined Sept. 12 by Circuit | 
issued a desist order to the police | 


bago Auto Replacement Co., and | 


pending the constitution- | 


dealers in the Milwaukee Auto- | 
| in the past, we were able to start 





Pontiac Installs Machines as 


$3,000,000 Axle Plant Opens 


space required for this depart- 
ment are ideally situated in Pon- 
tiac’s plant, between the heat 
treating department and the as- 
sembly lines. Thus, without the 
necessity of new buildings, it was 
possible to invest every dollar of 
the money for new machinery. 


Production of all rear axle parts 
for the 1937 Pontiacs, except the 
axle housing, will come from this 
new plant. The parts include 
axle shafts, ring gears, bevel drive 
pinions, differential side gears 
and spider gears, differential 
cases and carrier cases. 


Cast iron parts will be made in 
the company’s own foundry, while 
the malleable carrier case and 
axle shafts will be obtained out- 
side. Capacity of the plant will 
be 80 units per hour. 


President Harry J. Klingler 
speaks with pride of the com- 
pany’s new axle plant when he 
says, “There are just two things 
that count in the manufacture of 
rear axles. They are accuracy 
and cleanliness. We have them 
at Pontiac. Cleanliness is im- 
portant because the slightest bit 
of injurious foreign matter in a 
rear axle can ruin it and make it 
noisy and unsatisfactory to the 


|; Car owner. 


“Not having had an axle plant 


from scratch and purchase new 
equipment throughout. Every- 
thing is of such advanced and 


universal design that our future 
requirements for years to come 
should be taken care of, regard- 
less of changes made in axle 
design. 

“Most noteworthy, from an 
equipment standpoint, no doubt, 
is our gear department, where 
there are 75 of the latest Gleason 
cutters, in addition to 28 Gleason 
matching and lapping machines. 
These cutters are so near-human 
in their operation they seem al- 
most to have intelligence. 

“One of the most important 
pieces of equipment is the auto- 
matic scale-free electric furnace 
through which axle shafts pass 
before machining to give them 
| the proper degree of hardness 
and toughness. Although shafts 
are heated to a white heat in this 
huge furnace, which is built in 
two sections, each forty feet long, 
seven feet wide and twelve feet 
high, the insulation is so perfect 
that men working throughout the 
department do not find the tem- 
perature uncomfortable. 

“Modern centerless grinders of 
exceptional accuracy are used to 
finish the bearing surfaces on 
axle shafts. 

“Engineers and manufacturing 
experts say that Pontiac now has 
the finest axle plant in the in- 
dustry.” 


SPRING 
COVERS 


For Every Car 
Added profit, 
pleased cus- 
tomers. 


Imitation leather (fabric) 


KELMORE SPECIALTIES, Inc. 
1931 BROADWAY, NEW YORK, N. Y. 
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SLA 


_ of all new car buyers in 
New York and suburbs say 


“The New York Times is 
My Preferred Newspaper” 


And the preference for The New York Times among 
new automobile purchasers is 30 per cent greater 


than for any of nine other New York newspapers. 


These facts are disclosed in a comprehensive new 
survey conducted in this market by an impartial 
agency in the eight months following the Automobile 


Show last November. 


9 study of 


ning 
rer Corporation 1 8 
eral Reseor senger 


Thousands of buyers of ai 


ee 
chasers of HOW 
apers preferred PY amo 
the news 


ive your 
tial. We do not ask you f° 
iden’ ne 
ne oF 
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new cars were asked 


cars. The study s cont 
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name but would appr weciate yo 


alt of 
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newspaper you vn quired. 


this question: ‘Of the 


mips re 
Then detach and malt me stamp’ 


Thank you: 


New York newspapers 


you read regularly, 


rd. 
thers, oF the attached ©aF 


which ONE do you prefer above all others?P’’ 


Tabulation of their replies corroborates what automo- 
bile executives have long known about the leadership 
of The New York Times in their greatest market. 
The evidence of the survey proves overwhelmingly 
that in New York the first and richest source of 
volume sales is The New 
York Times audience. 
Extra advertising effort 
in this fertile newspaper 
market will yield added 


sales, larger profits. 


This is the questionnaire sent by Ross Federal Research Corporation to new cur buyers in 


New York City and suburbs between November, 1935, and July, 1936. 


10,769 questionnaires, 


keyed by makes of cars, were received and tabulated by the research organization. Complete 


results are available for the study of any interested executive in the automotive industry. 


e New ork Times 


Advertising ‘Representative 
JOHN B. WOODWARD, INC. 


400 N. Michigan Avenue 


New Center Building 
DETROIT, MICHIGAN 


CHICAGO, ILLINOIS 





NADA Pledg 


A. N. Benson, New Manager 
Opposes Radical Measures 


DETROIT.—Simultaneous with 
its move to Detroit, the National 
Automobile Dealers Assn. stresses 
its desire to work harmoniously 
with the various manufacturers 
and to co-operate in bringing 
about a better understanding of 
the aims and purposes of the as- 
sociation. 

The aim of Arnon N. Benson, 
newly appointed general manager, 
is, the NADA Bulletin reports, “to 
bring about a better understand- 
ing of the mutuality which should 
exist between manufacturer, fi- 
nance company and dealer, and to 
promote a feeling of confidence 
that will permit closer co-opera- 
tion between all branches of the 
industry.” 

Benson, the Bulletin states, is 
“vigorously opposed to _ radical 
measures, recognizing that noth- 
ing can be accomplished by such 
tactics.” 

The Bulletin lists the following 
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officially approved program of 


activities and of the NADA: 


Legislation— We propose to 
establish a public relations de- 
partment under the management 
of trained personnel. This depart- 
ment will build and maintain a 
complete file of all state laws af- 
fecting in any way the business 
of motor vehicle retailing. Com- 
plete information regarding pro- 
posed laws and current legislative 
activity will be also maintained. 
All such information will be avail- 
able to local and state dealer as- 
sociations and other interested 
groups. Advice regarding the best 
procedure to be followed in bring- 
ing about changes in existing laws 
and in defeating harmful legisla- 
tion will be available upon request, 
An attempt will be made to secure 
whatever uniformity in state laws 
in these several fields is desirable. 
To this department shall be 
delegated the responsibility of 


\\\ 
\\ 


\ \ \\ 
\\ 


\\ 


‘ 


TRAILER 


HOMES 
the World Over 


REASONS 


For the ALADDIN Franchise 


1. A proven product. 


2. 


your territory. 


Two types of trailers—Streamlined and Conven- 
tional. A double-barreled sales opportunity. The 
Aladdin Franchise blankets the trailer market in 


Fully Streamlined 
Roomier Interior 


Discounts which assure ample gross profit and 
provide the incentive to build for the future. 


Adequate territory. 


Designed to Match 
the Modern Car 


A product represented by thirty years of manufac- 


turing leadership. 


Policies that will help build Dealer Profits. 
Fast distribution of coaches and equipment. 


Aladdin is also 
largest producer of readi-cut houses. 


the world’s 


Engineered 
Roadability 


Wholesale and retail financial assistance. 


Strong national advertising and sensible 


promotion. 


The men behind Aladdin know dealer good-will is 
ONLY the result of DEALER PROFITS. 


sales 


30 Years Quality 
Leadership 


HITCH YOUR CAR TO THE BIGGEST PROFIT 
POSSIBILITY IN THE AUTOMOBILE INDUSTRY 


K. M. SCHAEFER 
Gen. Sales Mgr 


THE ALADDIN Co. 
Trailer Division, Box 96 


Bay City, Mich.—Portland, Ore. 
Send full information about franchise. 


ATTACH LETTE 


{Mail This Today 


State 
RHEAD 


Gee ce Gees oll 


| maintaining contact with all de- 
| partments of the federal govern- 
|ment and to see that proposed 
| laws, rulings, etc., are not inimical 
| to the best interests of the mem- 
bers of this trade. Constructive 
| legislation and rulings are to be 
recommended from time to time 
as the occasion demands. The 
trade shall be advised regarding 
present federal laws and their 
rights and obligations thereunder. 


Organization—The remarkable 

record of certain local and 
state associations of automobile 
retailers is conclusive evidence 
that such organizations are very 
necessary in this business. Local 
problems and trade development 
campaigns can be handled suc- 
cessfully only by local associa- 





tions. State legislative matters 
must be supervised by state or- 
ganizations. Dealers are saved 
millions of dollars every year due 
to the activities of established 
state associations. 

It is therefore obligatory upon 
NADA to sponsor the formation 
of local and state associations 
wherever they do not now exist 
and to assist established groups, 
upon their request, in developing 
and operating more effective pro- 
grams. 


*} Intra-Industry Problems—Au- 

tomobile dealers, as a group, 
are an important part of a great 
industry. To them has been dele- 
gated the responsibility of supply- 
ing the public with their individ- 
ual transportation needs and to 
maintain that transportation in 
the best usable condition. 

The manufacturers are another 
important part of this industry. 
Their responsibility is to produce 
salable merchandise and to carry 
on successful advertising and 
sales promotion campaigns, 

Neither can exist without the 
other. Both must be successful if 
either is to succeed. Management 
with vision recognizes this prin- 
ciple. Because of it there are nu- 
merous intra-industry problems 
to which some solution must be 
found if the industry is to con- 
tinue to hold its present com- 
manding position in American in- 
dustry. 

It is the obligation of NADA to 
identify these problems, direct the 
industry’s attention thereto and 
suggest the adoption of those pol- 
icies which, in their opinion, will 
result in greater profit to all. 


Fact-Finding—The collection 

and dissemination of facts re- 
garding the trade which it repre- 
sents is one of the most important 
activities of any trade association. 
There is nothing more potent than 
a fact. Once facts are available, 
misrepresentation is impossible. 
No good manager can long con- 
tinue to operate a business suc- 
cessfully without factual data. 
Present and future possibilities 
can be determined only from the 
facts which are available. 

NADA has already established 
itself as a fact-finding agency. 
During the past three years, thou- 
sands of dealer operating state- 
ments have been collected and 
analyzed and the results put to- 
gether in composite statements. 
This activity will be continued and 
others in this field developed. 


Employe-Employer Relations. 
—Every automobile dealer 
employs from one to several hun- 
dred individuals. It is the prob- 
lem of management to keep these 
employes happy and satisfied and 
to see that they have the possi- 
bility of earning a _ reasonable 
wage. Quite frequently controver- 
sies between employe and em- 
ployer develop because of the 
failure of one party to understand 
the problems of the other, or be- 
cause definite terms of employ- 
ment have not been agreed to. 
Such controversies are always 
costly, not only to employes and 
employers but to the public. In 
most instances they can be 
avoided. 
This entire field of employe-em- 
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es Plan of Harmonious Co-operation 





A COMPLETE HIGH SPEED lubrication department is that of 
Lasker Motors, Inc., Pontiac dealer in Little Rock, Ark. Note the In- 


dian trade mark on the floor. 


Foy 


Finds American Cars 


Popular Among Europeans 


NEW YORK.—Declaring that 
European motorists are showing 
an increasingly marked preference 
for American automobiles, Byron 
C. Foy, president of De Soto was 
“enthusiastic” about the 1937 out- 
look when he stepped down the 
gangplank of the Europa in New 
York, returning from a _ trip 
abroad. 

Foy visited most of the Eur- 
opean countries, and stated that 
European motorists, like Ameri- 
cans, are quick to appreciate the 
advanced engineering, perform- 
ance, and dependability of Ameri- 
can made cars. 

“A high compliment has been 
paid to our manufacturers by 
European companies in the adop- 
tion of American streamlining 
design,” Foy asserted. “Nearly all 
their cars are patterned along the 
lines introduced in the United 
States during the past few years. 

“The automobile industry should 
equal this year’s record, which 
has been the best since 1929, or 
possibly do a little better next 


ployer relationship must be criti- 
cally explored and fair and eco- 
nomically sound procedures sug- 
gested. 

For this purpose, NADA pro- 
poses to employ experienced coun- 
sel to whom will be delegated the 
responsibility of making the nec- 
essary studies and initiating the 
required educational programs. 


6 Used Car Market Value Stud- 
ies—The code of fair compe- 
tition approved by the federal 
government under the authority 
of the National Recovery Act dele- 
gated to the NADA the responsi- 
bility of determining the average 
market value of used automobiles, 
by models and trade territories. 
Upon NADA receiving this au- 
thority, a staff of economists and 
statisticians were employed and 
studies initiated. This was the 
first time in the history of this 
industry that this problem was 
handled as a fact-finding activity. 

When the NRA was declared 
unconstitutional, the motor ve- 
hicle retail trade demanded that 
NADA continue the publication of 
the official used car guide and that 
the studies which had been ini- 
tiated be carried on. Being no 
longer hampered by government 
regulations, we have been free 
during the past year to use the 
many available factors in deter- 
mining used car values. We now 
have a staff of well-trained per- 
sonnel whose full time is devoted 
to the analysis and compilation 





year,” Foy stated in discussing 
the American picture for 1937. 
“Despite the record output of the 
past year, the automotive industry 
is still confronted with a huge 
replacement market. The intro- 
duction of new models late this 
fall will have a definite stimu- 
lating effect on this market. 

“Sales trends this year have 
proved that an increasing num- 
ber of American motorists are 
graduating from the lowest price 
field to cars in the medium price 
bracket because of the additional 
comforts, conveniences and equip- 
ment offered on this type of car. 

“Our new and modern De Soto 
manufacturing plant in Detroit, 
which is now nearing completion 
for fall production, is in keeping 
with the growing market and 
definite trend towards the pur- 
chase of quality cars. The new 
plant will provide mass production 
facilities for the manufacture of 
500 finished cars each day and 
will offer employment to 1,750 
additional workmen.” 


|of the information which we se- 


cure. We do not now, nor have we 
ever attempted, to produce a 
service for the direct purpose of 
selling it. Our ambition is to de- 
termine market values and keep 
the trade advised relative thereto. 
This work certainly must be done 
by someone, if we are to make 
any progress in this business. Im- 
partial observers have examined 
at our request, the procedure 
which we employ, and have ad- 
vised us that in their opinion this 
is one of the most constructive 
pieces of work that has ever been 
done in the industry. 

The publication of our official 
used car guide will be continued. 
The service will be improved 
from time to time by the inclusion 
of additional information. 

Management Service — The 

success of any individual busi- 
ness depends upon the ability of 
the management. It is a highly 
significant fact that some auto- 
mobile dealers have made a sub- 
stantial net profit during the past 
several years while others simi- 
larly situated have operated at a 
loss. 

NADA will establish and main- 
tain a department operated under 
the supervision of the best mer- 
chandising and accounting ability 
available from which management 
can secure impartial, sound advice 
regarding any problem which may 
arise. Such a department should 
keen the members of the trade in- 

(Continued on Page 17 Col 1) 
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AT THE HARVARD-YALE GAME 


A high, twisting punt sailing through the crisp 
air of an autumn afternoon . . . while ends race 
down field to wait like cats around the safety 
man. ... The ball drops into his arms, and with 
a quick movement of his hips he shakes himself 
loose and picks a sure-footed course into the 
open. . . . Eighty thousand men and women 
rise to their feet, cheering. The colorful drama 
of college football draws men and women alike 


to the big games. 


IN REDBOOK Just as the Harvard- 
Yale game has a powerful attraction for both 
men and women, Redbook’s table of contents 
draws an audience of a million readers every 
month by making a broad, general appeal to 
people of both sexes who appreciate intelli- 
gent comment and brilliant fiction. 
Redbook’s editorial policy remembers that 
modern men and women tend to have more 
and more interests in common. It does not 


ee Maa: 
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follow the Godey’s Lady Book tradition. Nor 
does it attempt to rival the badinage of the . 
club locker-room. 

Most family buying is done by consulta- 
tion, and when you advertise in a magazine 
which appeals to both men and women, your 
message reaches both partners. Redbook 
families earn and spend an average of $4156 
every year—about three times the average of 
the nation. 

You can reach the Redbook audience at 
the extremely low rate of $2.48 per thousand 
circulation. 

A FINE SHOW SELECTS A FINE AUDIENCE. ADVER- 
TISE TO YOUR BETTER CUSTOMERS IN REDBOOK. 
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July Exports Show Slight Seasonal Recession 


from June 


And 11.8% Below ’35 Figure 


WASHINGTON. Exports of | 
automotive products from the 
United States during July showed 
the usual seasonal recession, ac- 
cording to the Department of 
Commerce. Shipments during the 


month were valued at $17,754,406, | 


a decline of 11.7 per cent from the 
June, 1936, valuation of $20,113,136 
and 11.8 per cent under exports in 
July, 1935, which totaled $20,130,- 
290. 


Exports of passenger cars de-| 


creased to 12,531 units, valued at 
$6,576,588 from 14,805 units, valued 
at $8,123,099 in June, 1936. Truck 
exports totaled 9,725 units, valued 


at $4,947,973 as compared with | 
9,029 units, valued at $4,727,273 in| 


June, 1936. In July, 1935, passenger 
car shipmeats numbered 14,617, 
valued at $8,483,168, and trucks 
10,242, valued at $5,047,621. 

The Union of South Africa was 
again the leading market, taking 
3,121 units. Argentina, with 1,301 
units, advanced to second posi- 
tion, followed by Australia with 
1,189, Japan 664 and Sweden 615. 
Japan retained first position as 


a market for United States trucks | 
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az viaine 887 units, followed by the 


Union of South Africa 703 units, | 


Australia, 702 units, British India | 
646 units and Argentina 639 units. 


The average unit value of pas- | 
senger car exports in July 1936 | 
was $525 and of trucks $509, com- | 


pared with $548 and $523, re- 
spectively, in June 1936. 
Exports of miscellaneous auto- 
motive parts declined by 14 per 
cent from $7,262,764 in June, 1936, 


to $6,229,845 in ouny. 


Bouster C lub Meeting 
Scheduled For Dec. 8 
CHICAGO.—The annual meet- 


international board of governors 
will be held Dec. 8, at 1 p.m., 
the Auditorium Hotel, Chicago. 
There will 
(for members only) on the same 
date at the same hotel at 7 p.m. 
This will adjourn at 9 p.m. 
Manufacturers and trade asso- 
ciation executives are requested 


to arrange sales conferences and | 


meetings to allow members of 
Booster Clubs to attend the meet- 





Peuebers File 
Brief in Rail 
Delivery Case 


WASHINGTON.—The American 
Trucking Assn. this week filed its 
brief in the eastern railroad pick- 
up and delivery case. 

Argument was built around 
three main points, as follows: 

T he Interstate Commerce 

Commission’s jurisdiction is 
under the Motor Carrier Act, and 
not under Part 1 of the Interstate 
Commerce Act. 
¢ The elaborate cost exhibits 

introduced at the hearings by 
ATA show conclusively that the 
rails would offer the service at 
less than cost, a basis that would 


, : |result in unfair competition with 
ing of Automotive Booster Clubs | independent motor carriers. 


in | ° The burden of proof to just- 


ify the tariffs is on the rail 


be a stag supper lines, and they have failed to do 


so. 
The brief was filed by Edward 
S. Brashears, J. Ninian Beall, 


|and Harry Ames, counsel for ATA, 


who have worked on the case 
since the tarriffs were suspended 
late in May. Decision on the case 
is due by Nov. 1, when the sus- 


ing and stag supper | on Dec. 8 | pension period expires. 


FOR 


GOOD BATTERY 
CABLE BUSINESS 


Don't get “left” when the battery 
cable business starts coming in! Stock 
up a sufficient quantity of genuine 
Packard battery cables now. Prepare 
yourself with sales ammunition, too— 
place these striking Packard Battery 
Cable Merchandiser Groups on dis- 
play where people can see them. 
Check every customer's car for worn 
or corroded battery cables. Point 
out to your customers the superiority 
of Packard's full-size No. 1 and No. 0 
gauge cable, Packard's patented 
Korelug connection and Packard's 
Hi-Press terminals. Thousands of 
cars will need new battery cables this 
winter—make sure that you get your 
share of this business by getting ready 
in time. Order Packard battery cable 
and Merchandiser Groups from 
your Packard jobber now. Packard 
Electric Corporation, Warren, Ohio. 


So 
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The Standard Wiring Equipment of the Automotive Industry 





Pr iewe: Testing 


Equi pment 


Will M easure U.S. Motorists 


WASHINGTON. — Individual ari? 
ving ability of thousands of 
motorists will be tested by a bat- 
tery of driver-testing equipment 
now on the first leg of a tour 
that will carry it through the 
country during the next six 
months, the American Automobile 
Assn, announces. 

The equipment was developed 
by the AAA as a part of its ex- 
panded safety program and wil! 
be exhibited in cooperation with 
affiliated motor clubs. 

“Fifteen separate devices are 
included in the testing equipment 
which represents the latest 
achievements of nationally known 
technicians,” the AAA statement 
declared. “Touring the country in 
a specially-designed, cream-col- 
ored trailer, the equipment will 
be used to uncover individual 
faults that tend to mar a good 
driving record. 

“Following its ‘coming-out 
party’ in Washington  severa! 
weeks ago, the testing trailer be- 
gan its trip through the East, 
with New York, Philadelphia 
Providence, R. I., and Trenton 
N. J., the first stopping places on 
the schedule. A complete itinerary 
has not yet been worked out but 
every effort will be made to com- 
ply with every request for exhi 
bition of the apparatus. 

“Included in the 15 pieces ot 
testing equipment are: a ‘drive 
meter’ which simulates actual 
driving conditions and automati- 
cally scores the motorist’s man- 
ipulating efficiency; a machine tc 
test excitability; sight and hear 
ing tests; strength and muscula” 
activity tests; a device to gauge 
reaction time and a device to tes 
distance judgment. 

“There is a dual purpose in th: 
nationwide tour of this equip 
ment: first, we want to give dri 
vers themselves better knowledge 
of their individual capabilities so 
that they may learn of their 
weaknesses and guard against 
them; second, we want to ge 
more information about all dri 
vers. 

“Our object is not punitive, but 
educational. We are confident 
that from the mass of data we 
shall secure, we will be able to 
draw definite axioms that wil) 
enable us to deal with the nation’s 
forty million drivers more intel- 
ligently in the future.” 


Federal Bearing 


Expands Plant 


POUGHKEEPSIE, N. Y. A 
quarter million dollar expansion 
program of the plant and equip- 
ment of the Federal Bearings Co., 
Inc., of this city, has been an- 
nounced by Herrman A. Schatz, 
president and treasurer. 

Plans include a large addition, 
160 ft. x 60 ft., three stories high, 
to the present buildings, making 
the sixth major structure erected 
since the formation of the cor- 
poration in 1910. The entire fac- 
tory site now occupies 17 acres, 

A number of alterations in the 
layout of the present group of 
Federal buildings are contem- 
plated. The new addition will be 
of re-enforced concrete with a 
sprinkler system throughout, com- 
bining all necessary features to 
produce an entirely modern and 
fireproof building. 

The changes will provide about 
35,000 additional square feet of 
floor space. The wing will be 
equipped with an elevator, ser- 
vice and staircase tower. 

The additional floor space and 
facilities undertaken in this ex- 
pansion program have been ne- 
cessitated by a steady and con- 
tinuous growth in the distribution 
of ball bearings and ball bearing 
products as manufactured by the 
Federal Bearings Co., Inc., it is 
said. 











Motor Death 
Toll Continues 
Below Last Year 


WASHINGTON. — Maintenance 
of the downward trend in auto- 
motive deaths is shown in a re- 
port issued by the U. S. Bureau 
of the Census. For the 128 major 
cities for the first 36 weeks of the 
year, automotive deaths totaled 
5,883, against 6,232 for the same 
period of 1935. These cities rep- 
resent a total population of 38,- 
055,538 persons. 

During the week ending Sept. 
4, the automobile death total in 
these cities was 202, an increase 
of two over the corresponding 
week of last year. In 1935, how- 
ever, Labor Day occurred during 
the week ending Sept. 6 and 
therefore that end is not part- 
icularly comparable to the week 
ending Sept. 6, this year. 

The bureau’s report. reveals 
that during the first 36 weeks of 
this year, reductions of fatalities 
took place in 72 cities, while 49 
cities showed a rise above the 
corresponding period of last year. 
In eight cities the same number 
of deaths have occurred this year 
as in 1935. 


Pueblo, Colo., has had no fatali- 
ties as a result of an accident in 
the city throughout the period 
since January covered by this 
report. 


Taxes Take $1 
Out of Every $8 


NEW YORK.—Analysis of mo- 
tor car operating costs, made by 
a corporation with a fleet of 263 
passenger automobiles of a low- 
price type, has revealed that $1 
of every $8 expended, or 121% per 
cent, goes to pay taxes, according 
to information reaching the 
American Petroleum Industries 
Committee. The corporation 
found that its automotive tax bill 
was sufficient to have paid the 
zost of replacing 93 vehicles worn 
out in service, or about one-tnuird 
of the fleet. 

The analysis showed that the 
vehicles, chiefly 1933 and 1934 
models, traveled a total of 11,- 
722,000 miles, a distance equiva- 
lent to 469 times around the earth 
at the equator. They consumed 
831,418 gallons of gasoline and 
23,113 gallons of lubricating oil. 


A FINE 30 STORY HOTEL 
in the 
GRAND CENTRAL ZONE 


Opposite The Waldorf-Astoria 
Single $4 -Double $5 «$6 


Featuring two-room suites 
from $7 daily 


Special monthly and 
yearly rates 


Furnished or Unfurnished 


Serving Pantries, Electric 
Refrigeration 


Air-cooled Restaurant and 
Duplex Cocktail Lounge 


our 
AE 
125 EAST 5Oth ST, 


WM. A. BUESCHER, Manager 


NEW YORK 
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HOW TO REACH THE 


Automobile advertising becomes profitable only 
when it reaches the people who are buying auto- 
mobiles. ... Significant to every automotive 
advertiser, therefore, is the recent survey made 
by the McCann-Erickson Advertising Agency to 
determine the popularity of newspaper feature 
writers among the new-car buyers of New York. 


The results show that in four of the eight feature 
classifications the most popular writers are 
writers for the New York American. . . a record 
that no other newspaper even approaches. 


Since the people who bought new cars last year 
are representative of the people who will buy 
new cars this year and next year, the survey 
gives convincing proof that automobile adver- 
tisers can reach the automobile buyers of New 
York, effectively and economically, through the 
columns of the New York American. 





A SURVEY MADE BY McCANN-ERICKSON 
to determine the popularity of 
newspaper feature writers among 
the new-car buyers of New York.. 


From beginning to end the survey was conducted by the McCann- 
Erickson Advertising Agency, under the personal supervision of 
Dr. Louis D. H. Weld. Questionnaires were sent to each of the 
149,704 people in New York City and the suburbs who bought 
new cars during the first nine months of 1935. The results show 
that in four of the eight feature classifications the most popular 
writers are writers for the New York American: 


Most Popular Sports Writer Damon Runyon of The American 
Most Popular Finan cial Writer B. C. Forbes of The American 
Most Popular Society Writer . . . Cholly Knickerbocker of The American 
Most Popular Movie Writer Louella O. Parsons of The American 


The SECOND newspaper scored but two firsts 
Two other papers scored one first place each 


NEW YORK AMERICAN 


Nationally Represented by PAUL BLOCK & ASSOCIATES 
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DALLAS.—Politics is secondary 
to the people and to the business 
of the nation and every attempt 
to make it superior to industry or 
the people will fail, William J. 
Cameron told 350 members of the 
Ford Merit Club at a breakfast 
here last week. 


The meeting, attended by Merit 
Club members from southern 
states and all states west of the 
Mississippi, including the Dear- 
born, Mich., and part of the Ohio 
branches, was launched by the 
reading of a telegram of con- 
gratulation from Edsel Ford. 
Some 200 special guests attended. 


The Ford Merit Club is an or- 
ganization of members of Ford 
dealers, service and parts men 
that now has been in existence 
for three years. Its purpose is to 
reward those individuals through- 
out the country who meet Ford 
standards for maintenance and 
service to the motoring public. 


Outlined Principles 

Cameron’s talk dealt chiefly 
with the Ford Motor Co.’s indus- 
trial, social and political view- 
points. He outlined the princi- 
ples upon which Henry Ford built 
the company and applied them to 
present times and business con- 
ditions. 


Urging his listeners to be on 
their toes for business, Cameron 
said: “We could be much more 
successful than we are if we did 
not want to be so comfortable in 
our laziness. That is what our 
fathers used to call it and I have 
not discovered any better name 
for the disease. Difficulties can 
be overcome if you apply your- 
self to them and quality can be 
recognized if you place your 
faith in quality and stick in there 
against every temptation to do 
the cheap thing.” 


Asserting that the emphasis on 
service has come back to the 
automobile field Cameron told his 
listeners: “Service came back be- 
cause it had to come back. Busi- 
ness gets out of balance when all 
you are doing is selling things 
and not keeping the wealth of the 
things you sell in daily use. In- 
dustry exists by making and help- 
ing people to use the things that 
it makes.” 


The years just ahead of us hold 
greater potentialities than even 
the automobile era, in Cameron’s 
estimation. He looks for advances 
and developments in the next few 
years that will far overshadow 
the standards of today’s living. 


Feel New Spirit 


“We are living in an age of the 
world when we are beginning to 
feel the first breathings of a new 
spirit of energy and confidence 
which is going to open up for 
you younger men an era so much 
greater than that which the auto- 
mobile industry opened up for my 
generation that there will be no 
comparison. And I only hope 
you are high enough upon the 
hill to see the first flush of that 
economic sunrise that is coming 
to you.” 


Reverting to the social signifi- 
cance of all industrial enterprises, 
Cameron explained to his listen- 
ers the social intention of the 
Ford Motor Co. 


“Any business has an influence 
good or bad,” he asserted. “This 
is infallible. It is not infallible 
however that every business has 
a social intention. The good or 
the evil which most businesses do 
are done by non-intention. It 
just happens.” 


Discussing the conflict of busi- 
ness and politics the speaker 
said: ‘Henry Ford believes in the 
right of business to make its own 
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Politics Secondary to Business Says W. J. Cameron 


Ford Motor Co. S pokesman 
Addresses Merit Clubmen 


advances unimpeded by political 
doctrines. Every Ford principle 
has been accepted as a general 
principle everywhere, although at 
at first it was considered revolu- 
tionary and was even derided, 
such as the minimum wage which 
was excoriated by miles of edi- 
torials in this country at the time 
it was established, but it has been 
accepted because it works and 
these principles work because 
they are right. That is the whole 
core of the political question 
today. 

“The Ford Motor Co. politically 
stands where every American has 
a right to stand, above politics 
looking down upon it. Politics is 
secondary to the citizen; it is 








secondary to the business of this 
country and all attempts to make 
it primary, superior to the citi- 
zens or to industry, have failed 
and will fail. Making our liveli- 
hoods, rearing our families, pro- 
viding the things which people 
need to make a living with, these 
are the primary, physical things 
of our national life.” 

Inveighing against what he 
termed unwarranted attempts by 
politics to control business and 
industry, Cameron cried: 


Company Independent 

“There is not a tool, there is 
not a machine, there is not a 
house, there is not a wage, there 
is not a real job, there is not an 
opportunity in this country of 
ours that is created by politics. 
All of these were the result of 
people’s individual and collective 
energy in business. We call it 
business. It is that productivity 


that the country lives by. It 
doesn’t live off politics. 

“As a business the Ford Motor 
Co. occupies a peculiar position. 
It is free; it is independent; it is 
a manufacturing and not a finan- 
cial institution. It exists to pro- 
duce motor vehicles. Its main 
production is not dividends.” 

In conclusion Cameron said: 
“Progress has been made in this 
country in spite of everything. 
The wheels have begun to turn 
ever since business in general 
adopted that attitude, ever since 
American business took as its 
general attitude the attitude the 
Ford Motor Co. took months ago, 
namely, discounting the promises 
of the politicians as to what they 
can do, and disregarding the 
threats of what politics can do to 
you. That is the appeal to in- 
dustry. Greed and fear were 
both great influences, but the 
Ford Motor Co. did not yield to 
either.” 


Omaha Auto Show 
Set For Nov. 11-15 


OMAHA, Neb.— The Omaha 
Automobile Trade Assn. will hold 
its 32nd annual automobile show 
at the Ak-Sar-Ben Colesium dur- 
ing the week of Nov. 11 to 15, in- 
clusive, it was said this week. 


The show is to be sponsored by 
the Omaha Automobile Trade 
Assn. and the World - Herald, 
Omaha’s leading newspaper. It 
is to be called “The Omaha Auto- 
mobile and Transportation Expo- 
sition.” In addition to automo- 
biles and all kindred products, 
some of the western railroads, bus 
and airway transportation com- 
panies will also have exhibits. 

Heretofore Omaha shows have 
been held at the City Auditorium. 
However, space in that building 
was found to be inadequate. 


You don’t have to sell 
trucks against baling 


HE old-day farmer drove his automobile or truck 
| until it collapsed in a discouraged heap. Then 
he wired it back together and used it five years more. 


Of course such automobiles and trucks didn’t get 
anywhere very fast—and weren’t even sure to get 
But time didn’t seem important, so 


back home. 
nobody cared much. 


You probably lost more sales to baling wire than to 


all your competitors combined. 


No other factor in the farm field has done as much to 
“lick” your baling wire competition as Capper’s 
For years it has constantly preached—and 
factually demonstrated—that modern, efficient farm 


Farmer. 


equipment saves time, crops and money. 


To help farmers make money, Capper’s Farmer has 
built itself into a farming tool, unique in publishing 


history. 


Its far-flung organization, 
all important news on far 
ods and crop development 
section. 


and ink, these facts enak 


abreast of new ideas—to ff 


ciate the high cost of obsd 


Today, these farmers bu 
more efficient, more mod 
because baling wire can 
machine together. 


In Capper’s Farmer you 


than 1,000,000 modern 
Farmer for what it is: @ 


THE PRIMARY FARMING TOOL ON 1,000,000 





Threshed of all chaff and g 


motor cars and trucks rea¢ 
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Three Basic Points Feature Used Car Sales Program 


Condition, Display, Effort 
Stressed by NADA Leader 


By JAMES R. LOWELL 


OMAHA. — Three basic points 
for the successful merchandising 
of used cars are listed by E. M. 
Lied, president of the NADA and 
proprietor of Greenlease-Lied Mo- 
tors, distributors for Cadillac, La- 
Salle, Buick, Oldsmobile and Pon- 
tiac. This firm does one of the 
largest used car businesses in the 
middlewest as well as doing the 
largest volume of used car busi- 
ness in Omaha. The three points: 
i Pay particular attention to 

condition of car so that it 
represents an honest value. 
2 This includes effective display 
Expose merchandise properly. 
of cars, consistent advertising, 


otor cars and 
ire—any more 


a giant harvester, reaps 
achinery, farming meth- 
every major agricultural 


, bagged tersely in type 
odern farmers to keep 
= money—and to appre- 
machinery. 


ause the new is better, 
than the old—and not 
longer hold an ancient 


ertisements on modern 
mpathetic eyes on more 
s—which use Capper’s 
n farming tool. 


ODERN FARMS 





and the use of a well located used 
car lot. 

Make the job of selling used 

cars an every day job rather 
than making an occasional big 
splash and then settling back to 
inactivity. A big part of consistent 
merchandising is keeping a daily 
check on used car stocks. 


Reliable Reputation 

A very valuable sales asset that 
develops from this plan, especially 
point No. 1, is a reliable reputa- 
tion which is essential to success- 
ful used car merchandising year 
in and year out, according to Mr. 
Lied. 

Greenlease-Lied used cars are 





carefully appraised prior to being 
priced, and the firm sticks to a 
one-price policy with the price 
marked in plain figures on the 
car. The prices also are listed on 
the wall in the used car depart- 
ment so that the prospective cus- 
tomer can tell at a glance what 
cars are available at what prices. 


A used car ratio of one-to-three 
is maintained on an average, with 
slight fluctuations at various times 
of the year. 


“One of our constant tasks is to 
keep the new car salesman used- 
car-conscious,” said Lied. “Thirty 
per cent of our used car sales are 
due to the activity of new car 
salesmen. It is impressed upon 
them at the morning sales meet- 
ings that it is their responsibility 
to see that the used car stock is 
kept balanced, just as much as 
it is the responsibility of the used 
car men. They also are made to 
realize that the hardest job is not 


selling new cars—it is buying the 
used cars. 

“When a new car salesman 
meets a buyer who has a trade-in 
car, it is the salesman’s job to 
know what the trade-in may be 
expected to do on the used car 
floor,” continued Lied. “If the 
trade-in is the same make, model 
and year as a car the company 
has taken in the week before, the 
salesman must be familiar with 
what the previous trade-in has 
done, in order to determine 
whether the deal should be made. 

Should Not Pile Up 

“Selling used cars is an every- 
day job,” Lied said. “Used cars 
must not be allowed to pile up, 
and this includes reconditioning. 
Moreover, they should not be hid- 
den away in the shop, but put on 
display.” 

The Omaha company keeps an 
up-to-the-minute inventory on 
used cars, and those in charge 


Can’t be Improved 

I extend my congratu- 
lations on your recent issue 
of the Automotive Almanac. 
I do not see how the work 
could have been improved 
upon.—W. A. Niland, auto- 
mobile editor, Boston Post. 


know each day how much is in- 
vested in used cars, how many 
and what kinds are sold each day, 
and which are the hardest to 
move. “The dealer has to have 
this information in order to intel- 
ligently anticipate tomorrow’s 
prospects,” declared Lied, “and if 
this plan is followed, the used car 
department will not go far 
wrong.” 

Lied is careful when new car 
sales are booming not to forget 
about the used cars coming in, 
and the used car take-in is an es- 
sential part of each day’s work. 
He believes that if every dealer 
would balance his used car take- 
in each day against his new car 
activity, and would apply com- 
mon sense and sound merchandis- 
ing methods to his used car busi- 
ness on the basis of this daily bal- 
ance, there would be no used car 
problem. 

Display Stands Out 

Greenlease-Lied has the largest 
and one of the best located used 
car lots in Omaha. It is situated 
on a main thoroughfare, and has 
a 214-foot front. It accommodates 
50 cars and is equipped with a 
shelter house where the cars can 
be housed on bad nights. The 214- 
foot string of cars makes a dis- 
play which people can’t help but 
see. 

The company uses neWspaper 
advertising regularly as a used 
car sales aid. Radio advertising 
has been tried but results did not 
warrant its continuance, accord- 
ing to Lied. The reputation of the 
firm is such that people know 
they can bring back a used car if 
it isn’t what it was represented to 
be by the company. 


Gas Tax Chiefs 
Will Hold Meet 
At Richmond, Va. 


RICHMOND, Va. (UTPS). 
Gasoline tax officials from every 
state and Canada are expected 
to attend the annual convention 
of the North American Gasoline 
Tax Conference at Richmond, be- 
ginning a four-day session, Oct. 6. 
The business program will include 
speakers of national prominence. 
Details have not been announced. 


The major function of the 
North American Gasoline Tax 
Conference is to insure the col- 
lection of state gasoline taxes, 
which is accomplished by an in- 
terchange of information relative 
to reports and regulations, with 
the end in view of developing uni- 
form procedure, as well as the co- 
ordinating of activities of offi- 
cials in all states. 


The efforts of the conference 
have been notably successful in 
discouraging the evasion of state 
gasoline taxes on the part of un- 
scrupulous oil dealers who have 
been able to evade gasoline taxes 
by the juggling of shipments be- 
tween states. Reputable petro- 
leum marketers are co-operating 
with the conference and will be 
represented by a large delegation 
at the convention in Richmond. 

Alex Hotchkiss, of the depart- 
ment of inspections and registra- 
tions of Kansas, is president of 
the conference. John Q. Rhodes 
jr., director of the Virginia divi- 
sion of motor vehicles, heads a 
general committee on arrange- 
ments composed of F.. H. Skehan, 
A. L. Tenser, W. C. Litterer, C. C. 
Martin, with E. A. Kyhn as sec- 
retary and C. L. Briggs as treas- 
urer. A. L. Tenser is chairman of 
the entertainment committee. 
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Dept. Store Merchandising Boosts | Sales 300% 


Parts and Accessories 


DETROIT. Modernization of; priced and accompanied by a 
the parts and accessories depart-| sales poster that told the com- 
ment of the Chevrolet retail) plete story. 
store in Detroit, put into effect 


May 1, resulted in an increase of 
300 per cent over the sales volume 
of the same period last year. Each 


succeeding month has passed the | 


previous one. 


The department is under the di- 


rection of J. A. Francis. Francis, 
formerly manager of a Firestone 
Auto Supply Store in Cleveland, 
began the modernization to coin- 


cide with the development of the | 
selling program for dealers by| 


the Chevrolet parts and acces- 


sories department. 
Methods Listed 


The methods used by Francis | 


in obtaining this result may be 
of interest to other dealers who 
would like to increase their vol- 
ume in this respect. Here are 
the things Francis did: 


1 Parts of a quick selling nat- 
ure were put out on a dis- 
play table in the lobby of the serv- 
ice building, and legibly priced. 
There are four of these tables 
in the parts department lobby. 
In the service shop there are ad- 
ditional displays. Near in-com- 
ing lanes there is a display board 


the 
|used car buyers are most 
|clined to purchase. 
of these accessories are arranged 
so that they can be operated. 
is mounted 
on wheels and carries over it a 


department. 


The 


Put on Modernized Basis 


6s On the used car lot is a port- 
able display, developed by the 
Chevrolet parts and accessories 
This display consists 
of a revolving vertical, eight-sided 
on which are mounted 
kind of accessories which 
in- 
Again, many 


“drum” 


whole display 


canopy. 


model 


hh 


In the middle of the service 
Francis placed a new 
completely 
equipped with all accessories to 
intrigue 


floor, 
“spot car,” 


recent purchasers 


cars. 


tomers will 


Look Over Display 
To make sure that service cus- 


and parts displays in the lobby of 


t 


he parts department, the cashier’s | 


cage has been relocated so that 


t 


pay his bill, 
lobby. 


he customer, when he goes to 
must go through this 


It is interesting to see 


of 


see the accessories | 


of accessories that can’t 
missed. 
accessory carried 
plainly priced. 

Also in 

where 
cannot fail to see 
places a “hot-shot” 
play, which is changed 
month to month. 
seat covers 


in the 


the service 


it, 


On it is mounted every 
line, 


shop, 
in-coming customers 
Francis 
seasonal dis- 
from 
During July 
were displayed, 


be 


how many will 
over the display on their way} 
and frequently pick something to 


stop and 


add to the bill. 


is 


this 
retically 
The accessories and parts on this | 
table are among the fastest mov- 
ling of the entire stock, 


One of the tables in the lobby | 


labeled “bargain table.” On 
are carried stocks of theo- 
“obselete” merchandise. 


for the 





THIS NEW DISPLAY PACKAGE 


will help you sell more 


DUBLCHEKS 
























Gert this new carton onto your 
counter. It will stimulate more 
sales for this popular cap. 
Your customers will say: 
“What is this cap that can’t 
be lost?” They'll ask, 
you'll sell. 

The Schrader Dublchek is 


“best seller’’ 


and 


a for many 


reasons. It saves time because 


tires can be inflated and tested 


s aed The new “style-fea- 

right through the cap. It saves tured” Schradee Lal 
tires because it forms a second No. 9006 Dubl- 
chek Valve Cap, 


air seal — assuring better 
maintenance of correct air 
pressure. The’name Schrader 
is known for quality and known 


for dependability. 
Dublcheks 


other Schrader products 


with 
in 


Include 


your next order from your 
regular supplier. For the 
latest Schrader Sales Helps 
write: A. Son, 
Brooklyn, New York, Division 
of Scovill Manufacturing Com- 


Schrader’s 


pany, Incorporated. 





pered 
givesea smartly 


ance 


Reg. U. 


DUBLCHEK VALVE CAPS 





with long ta- 
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finished appear- 
the 


tire valve. 
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DEPARTMENT STORE MERCHANDISING proves a good profit maker, to the Chevrolet retail 
store in Detroit. Under the direction of J. A. Francis, the well-stocked parts and accessories room is neat 


and attractive. At the right is a special seat-cover display in keeping with the season. 





1934 and 1935 owner is a better 
|accessories buyer than the pur- 
chaser of a recent car, according 
|to Francis. Good signs are of 


|this kind, he says. They must 
|tell a real sales story. If they 
do, little salesmanship is neces- 
sary, on the part of the sales- 
man, he has found. 
In connection with sales of ac- 
cessories on used car lots, Francis 
|}says that the displays paid for 
themselves in short order. Be- 
| fore these were put in, very little 
was sold in the way of accessories 





to used car customers. Now | 
there is a minimum sale of at| 
least one accessory per car. It 


may be just a windshield ‘wiper, 
}an ornamental radiator cap, a 
|right-hand sun visor or a vanity 
|mirror. Quite frequently it is sev- 
eral of these, sometimes a radio 
or a right-hand tail light. Bumper 
jacks also move well and in this 
|}connection it might also be men- 
|tioned that bumper jacks have 
found a ready market with inde- 
pendent garage operators, who 
are now buying more and more 
|parts from them. Among the 
j}items which do not come under 


major importance in displays of | 


+ 


A BARGAIN TABLE brought 
store in Detroit. On the table is a 





either classification, but which 
are being sold at wholesale by 
the department to independent 
garage men are such things as| 
polish, cloths, chamois, etc. 
Rearranges Display 
| Regular service customers, ac- 
|cording to Francis, seem to de- 
|velop a habit of buying acces- 
He re- 
arranges the display every month 
so that. service customers when 
they come in again are attracted 
to something that might not have 














been noticed before. “It is not 
a new idea,” he says. 
ment stores have been doing this 
for a long time.” 

Just why the mere “opening 
up” of a parts and accessories de- 
partment should result in such an 


increase in sales and profits 


explained by Francis: 
“When people actually want to 
interested | 


buy, they are always 





“Depart- | 


is | 





in profits to the Chevrolet retail 
stock of theoretically obsolete mer- 
chandise. These accessories are among the fastest moving, for the 1935 
or 1934 owner is a better accessory buyer than recent purchasers, ac- 
| cording to J. A. Francis, parts and accessories merchandising manager. 


| 
in something for their automo- 
biles, but unless the department 
is opened up they have no chance 
to examine and price the many 
items in the line. When that is 
done, they take advantage of the 
opportunity presented to look 
about and select the particular 
items that strike their eye. They 
just develop a buying urge. That’s 
all their is to it.” 





















THE CASHIER’S CAGE is at the rear of the parts and accessories room of the Chevrolet retail 
store in Detroit. The customers must pass an array of counters and according to J. A. Francis, manager, 
most of them stop and look over the items displayed. 
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Automotive Wholesale Financing Gains Over 35 


First Seven Months More 
Than All of 1935 or 1934 


WASHINGTON. 
wholesale financing during July, 
1936, totaled $166,018,288, an in- 
crease over the corresponding 
period of last year, when the total 
as reported by the U. S. Bureau 
of the Census was $122,238,736. 
However, the July total was un- 
der the previous month of June, 
1936, the aggregate for which was 
set at $177,448,828. 


Financing for the first seven 
months of this year, $1,121,799,050, 
was larger than for the full 12 
months of both 1935 and 1934, the 
figures for which are $1,402,564,352 
and $907,314,729, respectively. The 
total number of cars involved up 
to the end of this July was 
2,677,165, compared to 1,877,767 for 
the same period of 1935. 

Retail financing of new car 
in July totaled $116,065,087, which 
compares with $74,489,758 in July 


111,086 Workers 
Are Given Jobs 
By NRS in Mich. 


DETROIT.—The National Re- 
employment Service placed 111,- 
086 Michigan men and women in 
jobs during the first eight months 
of this year, Major Howard Star- 
ret, state reemployment director, 
has disclosed. This exceeds place- 
ments made during all of 1935 
he said. 


In a Labor Day message, he 
also reported that since his ap- 
pointment last October, 164,426 
persons have got jobs through 
this free government employment 
service operated by the Depart- 
ment of Labor. 

For the first time, it was an- 
nounced that the National Re- 
employment Service in Michigan 
ranks second in the total place- 
ments made by all other Nationa! 
Reemployment Services through- 
out the country. Counting the 
combined placements of the var- 
ious state employment services 
and other National Reemployment 
Services, the Michigan organi- 
zation is in seventh place, he 
said. 


NADA Pledges 
Harmony and 
Co-operation 


(Continued from Page 10) 


formed as to the most profitable 
procedures to follow in all depart- 
ments of the business. 


NADA Bulletin—A national 

association’s only practical 
contact with its members is 
through general and specific bul- 
letins. All information available 
which we believe to be of interest 
to our members will be published 
in bulletin form which will be dis- 
tributed in the usual manner. The 
physical form of our regular bul- 
letin will be changed from time to 
time as conditions warrant. 


Highway Safety — Crowded 

highways on which serious ac- 
cidents are frequent is the most 
important sales deterent in the 
automobile business. It is obliga- 
tory upon the automobile dealers 
of America to take an active part 
in promoting highway safety—not 
only because of selfish reasons but 
because of the moral responsibil- 
ity which rests on all citizens. 


NADA pledges its support to all 
organized efforts in this direction 
and contemplates the development 
of its own program. It welcomes 
the opportunity to make a con- 
tribution in this field. 


Automotive | of 1935 





and with $67,034,990 
July of 1934. Following the sea- 
sonal trend, the July total was 
under June, when financing 
new cars aggregated $129,693,697. 
A similar situation is found in 
the figures covering used car 
financing. The July total was 
$59,226,773 against $64,246,543 in 
June. However, the July figure 
this year was raised substantially 
over the total of $43,696,574 set in 
the same month of 1935. 


The total of retail financing 
this July was $176,201,992, against 
$119,372,346 in July, 1935, and 
$194,968,192 in June of the present 
year. 


in | 


of | 


Auto Owners 


Protest Taxes 


NEW ORLEANS. — Automobile 
owners of New Orleans, in paying 
this year’s personal taxes on their 
cars, discovered that assessments 
almost to the car have been 
raised by the Louisiana Tax Com- 
mission by 40 to 60 per cent in 
some instances and more than 
100 per cent in others. 

The reason for the hike is that 
the commission for the first time 
has accepted as a valuation the 
rates listed in the automobile 
official “Blue Book” of the Na- 
tional Blue Book Assn. In the 
past, the valuations have been 
placed upon the car by the owner 
himself. 


When the books were opened 
this week, howls were set up in 
|every direction. Owners of cars 





and other property are being per- 
mitted to call at the commission’s 
office for the next 10 days to view 
their assessments. Those protest- 
ing, and there are few who aren’t, 
may file applications for abate- 
ment with the commission, and a 
good many have gone a _ step 
further by protesting to the city 
assessors against the higher rates. 

As an example of the amount of 
the increase, one man called at 
the commission’s office to view 
his assessment found that his car 
is assessed at $380 while he said 
that he paid only on a value of 
$180 in 1935. 


v7 . Y 
Has Trailer Show 
DANBURY, Conn.—The Danbury 
Fair, which opens Oct. 5, will have 
as one of its new features a section 
devoted to camping trailers. The 
fair management reports 


with many displays already booked. 





consider- | that, 
able interest in the proposed exhibit, | sentative 


17 


Fine Looking 
Please accept our con- 
gratulations on the appear- 
ance and content of the Al- 
manac—it is certainly a fine 
looking issue! — George M. 
Kohn, Inc., publishers’ rep- 
resentative, Atlanta, Ga. 


Daniels Elected 


CLINTONVILLE, Wis.—H. M. 
Daniels, eastern sales division super- 
visor for the Four Wheel Drive Auto 
Co., has been elected a second vice- 
president of the company, Walter A. 
Olen, president, has announced. 

Daniels, who was appointed east- 
ern supervisor last fall, has 
been manager of the New York 
EWD branch for 13 years. Prior to 
he was foreign sales repre- 
in China, Java and the 


sales 


Far East. 


SAY BOB—-WHAT ABOUT 


UPHOLSTERY FOR 
1937 CARS? 


WHY NOT SPECIFY THAT NEW 


MOHAIR VELVET? 


IT CER- 


TAINLY LOOKS GOOD TO ME! 


SALES MANAGER 


Soft as a kitten’s ear! a 
Tough as a turtle’s shell! ‘2 
Comfortable ds your favorite chair! rel 


—And as easy to clean as a pane of glass! 


COLLINS & AIKMAN 
CORPORATION 


200 MADISON AVE., NEW YORK CITY 
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tis lagi 


THOSE 
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Dodge Goodwill Truck On Three-Nation Tour 


Blazes Commercial Trail 
Between Three Capitals 


DETROIT. — Starting Saturday, 


Sept. 26, a loaded Dodge truck} 
will blaze a new commercial trail | 


over improved highways between 


Mexico City and Ottawa, Can., go- | 


ing by the way of Washington, D. 
C., New York City, Boston and 
other principal cities, thus link- 
ing for the first time by truck} 
the three principal countries of 
North America. 


This trip is approximately 4,000 


miles long and is sponsored by} 


Dodge in co-operation with Mexi- 
can officials in the interests of 
international goodwill and com- 
merce. Including its preliminary 
trip to Mexico City the truck will 
have traveled 7,000 miles before 
it returns to Detroit. 


Highway Open 


The trip is now possible by the} 
recent opening of the Pan-Ameri- | 
can highway which spans the 765} 
miles between Laredo, Tex., and| 
making the} 
central part of Mexico accessible | 


Mexico City, thus 
at last by good roads. 

This trip includes practically 
all types of climatic conditions to 
which a truck is subjected in 
North America, from the high 
mountain passes of the Pan-| 
American highway to ) the sea level 


| district along the Atlantic 
It also embraces the dry | 


sea- 
board. 
area in the deserts of northern 
Mexico and southwestern United 
States to the warm, moist terri- 
tories found in many parts of the 
|}eastern states through which 
will travel. While most of the 
route will be covered in daylight 
| hours, a few 
travel will be necessary. 


The truck is a standard Dodge 
one and one-half ton model ex- 
actly as built every month for 
thousands of truck users all over 
America. 


hand in hand with progress in 
cured from the U. S. Truck Co., 
of Detroit, Al Radero, a 

safety driver whose record 


500,000 miles without a mishap. 


is 


tional capitals of Mexico, 





|low the Rio Grande, San Antonio, 


Louis, Indianapolis, Cincinnati, 


Columbus, Pittsburgh, Johnstown, | porations 
Washington, D. C., Philadelphia, | transact 
New York, Boston, Schenectady, | either in buying or selling. 


it | 


instances of night | 


Believing that safety must go} 
the motor world, Dodge has se-| 


star | 


Itinerary of the truck will in-| 
clude in addition to the three na-| 
the | 
United States and Canada, such | 
important cities as Monterrey, be- | 





Montreal and Toronto. On its 
return to Detroit it will also stop 
at Cleveland and Toledo. 


Reason for choosing this itin- 
erary has been for the purpose 
of demonstrating how close in 
hours Mexico City is to the larg- 
est consuming markets in both 
the United States and Canada. 


Mexican Goodwill 


Commenting on the significance 
of the pioneer trip, Joseph D. 
Burke, truck sales head, said: 

“Unusual about this trip is the 
international goodwill aspect of 
it which includes typically Mexi- 
can-manufactured goods, the gifts 
from the mayor of Mexico City 
to the mayors of the places men- 
tioned in the itinerary. 


“The truck will stop briefly at 
the city hall in each of the large 
population centers for the pur- 
pose of tendering to the mayor 
of the city these goodwill offer- 
ings. The gifts chosen have been 
Mexican sombreros and the beau- 
tifully colored serapes, both of 
which are truly representative of 
old Mexico, that land of charm 
and romance which may suddenly 
go modern because of the open- 
ing of the new Pan-American 


| highway. 


Dallas, Oklahoma City, Tulsa, St. | 


“This new Pan-American high- 


'way is of importance to all cor- 


which may wish to 
business with Mexico, 
It 


with automatic overdrive, 
will more than ever need 


STARTIX 


Automatic Stall-proof Starting 


STARTIX 
plus Bendix Drive 


equals Automatic 
Stall-proof Starting 


MOOTHER and quieter engines, with carburetors set for good 


fuel economy, making rapid and repeated drops in speed of | 


several hundred revolutions per minute, driving through an over- 
riding clutch arrangement —these conditions certainly call for 
extra provision against stalling. 


The point is, cars with overdrive—and next season will assuredly | 


see many of them—should have STARTIX, the Automatic Stall- 
proof Starting. Its great popularity on cars offering it, is best 


evidenced by sales records. 


Here’s what STARTIX does. From the moment the ignition 


switch key is turned on, STARTIX takes charge... 
should the engine stall, STARTIX re-starts it... re- 


automatic... 


cranking is 


peating as often as may be necessary. The driver knows that when 

he steps on the throttle there'll never be a “dead engine.” 
STARTIX may be installed on any car with Bendix Drive. It 

is inexpensive, time-proved, popular, and necessitates no basic 


chassis design changes. 


ECLIPSE MACHINE COMPANY 


(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 


THIS SHOWS the route taken 
by the Dodge truck that will blaze 
a new three-nation trail by high- 
way from Mexico City to Ottawa, 
Canada, starting Sept. 26. After 
completing its 4,000-mile journey 
from the Mexican capital to the 
capital of Canada, it will stop at 
several important cities before it 
returns to Detroit. The trip is 
sponsored in co-operation with the 
Mayor of Mexico City. Distance 
traveled on the entire trip, includ- 
ing the preliminary run from De- 
troit to Mexico City, will total ap- 
proximately 7,000 miles. 





foretells the development of vast 
districts which have heretofore 
been worthless because their prod- 
ucts had no convenient outlet to 


| market.” 


Finance Groups 
To Promulgate 
Fair Trade Code 


(Continued from Page 1) 
their franchises. This situation 
was aired at the convention. Rep- 
resentatives of the largest firms 

CIT, GMAC and UCC—declared 
such practices to be against the 
policies of their companies and 
agreed that coercion should be 
stamped out. 

In addition to Ryman as presi- 
dent, A. D. Weller of Rochester, 
N. Y., L. M. Siever of Philadel- 
phia and C. L. Landen of Omaha 
were re-elected as vice-presidents; 
John R. Walker as executive vice- 
president, and Milan V. Ayres as 
secretary. D. M. Hinckley of New 
Bedford, Mass., was voted in as 
treasurer to replace P. E. Allen 
of Terre Haute, Ind. 


Speaking of the relationships 


| between automobile dealers and 
| finance companies, Arnon M. Ben- 
|son, general manager of NADE, 


stressed the value of dealers 


| particularly in aiding good legis- 
|lation and opposing bad 


laws. 
Benson stated that the interests 
of both dealers and finance com- 
panies are closely allied. 

Trailer financing came in for 
|attention at a round table discus- 
|sion. Those participating declared 
|they will give closer study to the 
| fast-growing home trailer indus- 
|try than in the past, with an eye 
|toward formulating standard fi- 
|nancing plans to cover it. 

More liberal terms during the 
past year in automobile financing 
led to a movement to revise what 
is known as “Standard terms” 
on the part of the association. 
A committee was appointed to 
make a survey and report within 
60 days. 


Adele Honored 


ST. LOUIS .—Perry Adair was 
honor guest at a dinner this week 
at the Statler Hotel, given by six 
General Motors dealers and man- 
agers of General Motors divisions. 
Adair, formerly assistant to J. A. 
Ayers, regional manager for the 
General Motors Holding Corp. for 
St. Louis territory, has been pro- 
moted to the position of manager 
of the Indianapolis office of the 
General Motors Holding Corp. 











Registrar Bans 
50 C. P. Bulbs In 
Massachusetts 


BOSTON. Motor Registrar 
Frank A, Goodwin issued a state- 
ment here this week in which he 
said that he will revoke the regis- 
tration of any cars sold in Mas- 
sachusetts which have 50 candle- 
power bulbs. He said that infor- 
mation came to him that motor 
cars were being shipped here with 
the 50 candlepower bulbs, which 
are against the law as the limit 
in Massachusetts is 32 candle- 
power. 

Goodwin filed bills in the legis- 
lature during the past two ses- 
sions seeking to reduce the bulbs 
to 21 candlepower. But the bills 
were not passed. He has been 
conducting a campaign against 
glare and in his statement said, 
“the manufacturers of automo- 
biles should be the first to try to 
do something to prevent the 
slaughter on Massachusetts high- 
ways instead of making conditions 
worse.” 

He has been making a checkup 
on equipment recently on whether 
or not manufacturers have been 
equipping their cars with head- 
lamps without first submitting 
them to the motor registry de- 
partment for approval. Under the 
Massachusetts law lamps must be 
approved here the same as the 
rear lights. 


Delegates Sail 
To Take Part In 
Highway Meets 


NEW YORK.—Pyke Johnson, 
vice-president and highway rep- 
resentative of the Automobile 
Manufacturers’ Assn., sailed Wed- 
nesday with Thomas H. MacDon- 
uld, chief of the U. S. Bureau of 
Public Roads, on the S.S. Man- 
hattan to attend a series of inter- 
national conferences relating to 
highway development which are 
to be held in Europe this month. 

They will participate in meet- 
ings of the highway transport 
committee of the International 
Chamber of Commerce which are 
to be held in Paris. 

Their plans also call for par- 
ticipation in conferences with the 
minister of transport of Great 
Britain and with highway officials 
of the German government. These 
conferences will be devoted to a 
consideration of proposals for the 
more efficient development, main- 
tenance and administration of 
highway facilities throughout the 
world. 


tie San Seiad 


HARRISBURG, Pa. (UTPS)—The 
Department of Revenue has an- 
nounced that Pennsylvania motorists 
paid $13,959,124 in gasoline taxes 
during June, July and August. 


—1\ In the 
Heart of Philadelphia 


Convenient to the most trea- 
sured of the nation’s historic 
shrines. 


- A step from railway terminals, 
shops and theatres. 


An hour from New Jersey's 
great sea coast. 


And a service and cuisine fa- 
mous through three generations. 


Rates begin at $3.50 


BELLEVUE STRATFORD 


One of the few Famous 
Hotels in America 


CLAUDE H. BENNETT, Gen. Mgr. 





Amount Sets 6-Year High; 
Rises 17% Above ’34 Total 


WASHINGTON.—Gross income 
from farm production of 1935 and 
from government payments ap- 
plying to 1935 production pro- 
grams was $8,508,000,000, the Bur- 
eau of Agricultural Economics 
announced this week. 


This is the highest gross in- 
come since 1930. It is 17 per cent 
greater than the estimate of gross 
income for 1934 of $7,276.000,000 
and 59 per cent greater than for 
1932, the low point of the depres- 
sion when gross farm income was 
$5,337,000,000. 

The total gross income for 1935 
of $8,508,000,000 was derived from 
three sources: (1) $1,307,000,000 
representing the farm value of 
products raised and consumed on 
farms; (2) $498,000,000, the income 
from rental and benefit payments 
and from cotton adjustment pay- 
ments; and (3) $6,703,000,000, cash 
income realized from the sale of 
crops and livestock. Adding the 
income under 2 and 3 results in 
a total of $7,201,000,000 which rep- 
resents total cash income to farm- 
ers from production and govern- 
ment payments in 1935. 


Benefits 6 Per Cent 


Rental and benefit payments 
were slightly less than 6 per cent 
of the total income from farm 
production but were 10 per cent 
of the income available to farm 
operators after paying their pro- 
duction expenses. 

The total expenses of produc- 
tion in 1935, including cost of com- 
modities used in production, wages 
to hired labor, rent, taxes, inter- 
est, and depreciation on buildings 
and equipment amounted to $3,- 
970,000,000. After deducting those 
expenditures there remained $4,- 
538,000,000 as a return to the farm 
operator for labor, capital, and 
management and the unpaid la- 
bor of the operator’s family. This 
is the highest such return to farm 
operators since 1929 and is 31 per 
cent larger than in 1934. 


“The improvement in the eco- 
nomic position of the farmer is 
more clearly indicated by the esti- 
mates of income available to the 
farm operator for his labor, capi- 
tal, and management than by 
estimates of gross income,” the 


Pontiac Gives Diplomas 


To Service Mechanics 


PONTIAC. — At a meeting of 
the service employes of the retail 
store of the Pontiac Motor Co. 
held during the past week, di- 
plomas were awarded mechanics 
who qualified for membership in 
the Pontiac Service Craftsman’s 
Guild, a national organization. 
The awards were made by E. W. 
Braddee, zone service manager. 


Braddee also presented a large 
Pontiac Service Craftsman Cer- 
tificate to R. B. Wright, retail 
store manager, to be hung in a 
conspicuous place in the service 
department, as an indication of 
the satisfactory service being 
rendered. 

L. D. Golden, chief instructor 
of the central office service de- 
partment at Pontiac, talked to 
the group on the subject of 
“Winter Tune- ups.” 


General Sisasiee ‘Rik 


Gets New York City Order 


PONTIAC, Mich.—An order for 
300 heavy duty trucks of the cab- 
forward type has just been re- 
ceived by the General Motors 
Truck Co., according to J. P. 
Little, in charge of sales. The 
trucks are for the department of 
sanitation ,of the City of New 
York. The order, according to 
Little, amounts to $1,590,000, and 
the General Motors trucks with 
their 24-yard dump bodies will be 
used for garbage disposal and 
snow removal in New York City. 
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Gross Farm Income for ’35 Totals $8,508,000, 000 


report said. “Because of the mod- 
erate increase in expenditures 
since 1932 in contrast to the more 
pronounced increase in gross in- 
come, the return to farm opera- 
tors in 1935 was over three times 
as large as in 1932. 
Higher Than 1929 

“While the significance of this 
advance in income has been af- 
fected to some extent by the in- 
crease in prices of commodities 
farmers buy for family living, 
after an allowance is made for 
this advance in prices, the ex- 
change value of the income 
available to farm operators was 
still more than two and one-half 
times as great as in 1932. Al- 
though the income of farm opera- 





AMERICA’S 


TOT 


WHENEVER A NEW HOUSE goes up the 
prospect for a new car goes up with it! 


Love of home goes side by 


use of individual transportation. 


Look about you! Can you recall another 
period in America’s history when inter- 
est in building and rebuilding was so 
alive and acute? Can you recall a time 
when so many people were “fed up” on 
cubby-hole living rooms and postage- 
stamp bedrooms... and were heading 
out to the residential and suburban dis- 
tricts where they could live as Nature 
intended ... where they could breathe 
deep and win sleep... where their kids 
could get a “break” in the game of life? 


That means more interest in homes... 


jee in 1935 was only 80 per cent 
as large as in 1929, after allowing 
for the difference in the level of 
prices paid by farmers for com- 
modities purchased for the fam- 


| ily living in 1929 and in 1935 the 


real income of farm operators 
was 2 per cent more in 1935 than 
in 1929. 

“The marked improvement in 
farm income in the past year has 
been accompanied by a further 
increase in the value of farm 
property and at the beginning of 
1936 total value of all farm prop- 
erty was $41,811,000,000, or 15 per 
cent above the low point of 
$36,235,000,000 in 1933.” 

Gross incomes from crops in 
1935, excluding government pay- 
ments, was $3,425,179,000 compared 
with $2,977,041,000 in 1934. Rental 
and benefit payments on crops in 
1935, including cotton price ad- 
justment payments, amounted to 
$430,688,000, compared with $392,- 
027,000 in 1934. ; 


N O - 


side with the 


Drivers to Face 


Severe Tests 


HARRISBURG, Pa. (UTPS). 
In the future applicants for auto- 
mobile driver’s licenses will face 
the most severe examinations and 
tests ever given in Pennsylvania, 
it has been announced by Secre- 
tary of Revenue John B. Kelly. 


Kelly made the decision after 
looking over the August motor 
vehicle accident list, which 
showed 200 persons were killed 
and 5,551 were injured. During the 
same month last year there were 
154 fatalities and 4,337 persons 
injured. 


At a conference of Secretary 
Kelly’s department division chiefs 
handling the licensing of motor 
drivers and road safety measures 
it was decided a vigorous program 


and in cars... because you can’t get to 
this type of home without a car! Also, 
it means more interest in Better Homes 
& Gardens. For this magazine devotes 
itself, from first page to last, to HOME. 
That’s why it’s safe to say: actual reader 
interest in Better Homes & Gardens to- 
day tops anything in its history! 

It is equally safe to say that no maga- 
zine of a million or more circulation 
today offers such a highly concentrated 
market for automobiles. For, here are 
1,400,000 families who own their own 
homes; who have to have cars; who have 
the money to buy these cars, to keep 
them and use them! Meredith Publish- 
ing Company, Des Moines. 


BETTER HOMES 
a & GARDENS 


g 
RO ~~. 1400,000 FAMILIES 


Vt ade 


MASS-CLASS HOME MARKET 





AUTOMOTIVE 


of attacking the accident problem 
will be inaugurated. 

Kelly said, “the first three points 
in our program will be the de- 
mand for a strenuous physical as 
well as mental test for all appli- 
cants; the placing of a definite 
limitation on the number of times 
per year an applicant may be 
examined for driver’s license and, 
third, the mandatory revocation 
or suspension of a license after 
the driver has been reported three 
times for violations.” 


GMAC in “Hartford 


HARTFORD, Conn.—General Mo- 
tors Acceptance Corp. has opened 
local offices to handle financing of 
General Motors dealers in four 
counties of Connecticut, Hartford, 
Middlesex, Litchfield and Tolland 
counties. Frank W. Kirwan, for 10 
years assistant manager at Albany, 
is manager, and there are 17 em- 
ployes. Formerly the northern Con- 
necticut — was handled from 
New Haven 


MARKET 





20 
Business Re 


General Level Holds 
Above Last Year Mark 


DETROIT. 
July’s sensational 
a slight recession in business dur- 
ing August, the national index 
dropping from 10 per cent to 12 
per cent below normal, according 


to the monthly survey of 147 trad- 


ing areas of the United States 
conducted by the research division | 
of Brooke, Smith & French, Inc., 
Detroit and New York national | 
advertising agency. 

The decline, according to the re- 
port, was felt in the majority of | 
the 147 areas, 85 of which showed | 
small losses in business activity. 
Gains were registered in 51 areas | 
while 11 remained without change. 

“Of all sections of the country, 
the South was best able to with- 
stand the reaction which was due 
to slackening of bonus spending 
and the influence of drought con- 
ditions,” the report states. “Most | 
all areas show a substantial im- 
provement over a year ago. At 
that time, the national index stood 
at 29 per cent below normal, 17 
points under the present stand- 
ing.” 


Reaction from | 
gains brought | 





The greatest August gains, with 
indexes improving 4 per cent or! 


more over July, were registered in 
the following areas: 

Abilene, Atlanta, Binghamton, 
Columbia, S. C., Dayton, Duluth, 
Forth Worth, Huntington, Lan- 
sing, New Orleans, Rochester, 
Stockton, Topeka and Wilming- 


| ton, 


The following areas were closest 
to normal at the end of August: 
Abilene, Albuquerque, Atlanta, 


| Austin, Bakersfield, Bangor, Beau- 


Billings, Boise, Casper, 
Charleston, W. Va., Charlotte, 
Chattanooga, Cheyenne, Cincin- 
nati, Colorado Springs, Columbia, 
S. C., Columbus, O., Dallas, Den- 
ver, Detroit, Fort Worth, Fresno, 
Grand Junction, Green Bay, 
Greenville, S. Harrisburg, 
Houston. 

Huntington, Indianapolis, Jack- 
son, Miss., Jacksonville, Manches- 
ter, N. H., Miami, Milwaukee, 
Minneapolis, Mobile, Peoria, Phoe- 
nix, Portland, Ore., Raleigh, Reno, 
Richmond, Sacramento, Saginaw, 
Salt Lake City, Shreveport, Sioux 
Falls, Spokane, Springfield, Mo., 
St. Paul, Terre Haute, Tulsa, 
Washington, D. C., Wilmington, 
Winston Salem and Yakima. 


mont, 


C., 


What's the most comfortable chair in the house? 
Quite often it's the driver's seat in that car 
parked out in front! Truly, this is no exagger- 
ation. New springing, new weight distribution 
—and new Delco-Lovejoy Hydraulic Shock 
Absorbers have brought “reading chair” riding 
comfort to hundreds of thousands of new car 
buyers. Delco-Lovejoyshelpedto sell these new 
cars, and Delco-Lovejoys are helping to keep 
them sold. There is a Delco-Lovejoy Hydrau- 
lic Shock Absorber for every type of springing 
or assembly: Single Acting, Double Acting, 
Direct Acting, Inertia Control, or special appli- 
cations for cars with Individual Wheel Suspen- 
sion. Delco Products Corp., Dayton, Ohio. 


DELCO- 








German Plants 
Turn Out More 
Cars For 1936 


LONDON.—German motor trade | 
figures taken from the Report 
on Economic Conditions in Ger-| 
many to March 1936, published | 
by the Department of Overseas 
Trade show: 


1934 
147,330 
25,684 
1,641 


1935 
. .201,438 
38,851 


Production: 
Passenger cars 
Goods vehicles .. 


Exports: 
Passenger cars.. 
Chassis 
Goods vehicles .. 


18,285 
1,336 
3,765 


10,608 
386 
2,242 


Imports: 
Passenger cars.. 
Chassis 
Goods vehicles .. 


3,251 
4,125 
104 


2,936 
2,122 
501 


Sales: 

Passenger cars. .180,430 133,330 

Goods vehicles.. 35,254 24,284 

Increase in passenger car ex- 
ports was mainly to European 
countries, Great Britain tak- 
ing 383 cars against 37. Number 
of cars in use increased by 38 
per cent, goods vehicles by 94 
per cent and buses by 117 per 





cent. 





LOVEJOY 


HYDRAULIC SHOCK ABSORBERS 
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acts Slightly, August Do 


wn 2 Points 


Edwards Iron Works Starts 
Trailer Plant in South Bend 


SOUTH BEND.—A house trailer 
factory that will employ 500 men 
when production gets under way 
Oct. 1 is being established in 
South Bend by the Edwards Iron 
Works, present builders of truck 
trailers. According to President 
Edwards, the factory will be the 
largest in the country devoted en- 
tirely to house trailers when pro- 
duction gets into full swing. 

The new industry is being lo- 
cated in the buildings formerly 
occupied here by the Oliver Farm 
Equipment Co. Production is 
scheduled to start at 500 units a 
month in October, to be increased 
to 1,000 units by Jan. 1. A full 
plant capacity of 5,000 to 10,000 
trailers each month is anticipated 
by the officers. 


The new trailer will be known 
as the Edwards Home-mobile. It 
will be constructed so that it may 
be shipped “knocked down” to 
any part of the country. The 
officers already are planning con- 
struction of assembly plants in 
Canada, on the Pacific Coast, in 
the east and in the south. 


The trailer will be merchan- 
dised through regular automobile 
dealers and is scheduled to sell 
from $275 up. Paul Castner, head 
of dealer sales for the White Mo- 
tor Co., has resigned that post 
and joined the Edwards company 
as general sales manager, accord- 
ing to Edwards. 

Castner also will assist in ex- 
panding the commercial trailers 
and other truck equipment made 
by the Edwards company. 


Chief engineer of the Home- 
mobile is Ralph H. Wise, who de- 
signed the 1937 Hudson coupe 
prior to joining Edwards a few 
months ago. He also designed 
the current line of International 
trucks and had charge of truck 


Truckers List 
Subjects For 
Chicago Meet 


CHICAGO.—Definite stands on 
a@ number of subjects affecting 
the motor freight industry are 
due to be taken at the third an- 
nual American Trucking Assn. 
convention here at the Stevens 
Hotel Oct. 19, 20 and 21. The 
meetings are expected to attract 
at least 2,000 delegates from all 
parts of the country. 


Among the subjects listed for 
consideration at the convention 
are: the new ICC requirements 
affecting motor carriers; consoli- 
dation of tariff publishing bur- 
eaus; equalization of rates; joint 
legislation, national, state and 
local, affecting regulation and 
taxation; ways and means of 
meeting the present tendency to 
divert highway funds to other 
purposes than highway building 
and repair, and the new safety 
proposals being advanced. 


Ted V. Rodgers, president of 
the ATA, will be in general 
charge of the proceedings. It is 
stated that speakers of national 
importance will be on the pro- 
gram, including William E. Lee, 
ICC commissioner; John F. Win- 
chester of the National Safety 
Council, and H. H. Kelly, chief of 
the Bureau of Motor Carriers 
safety division. 

Since the National Conference 
of Truck Tariff Bureaus and the 
Household Goods Carriers divi- 
sion will meet simultaneously 
with the ATA at the Stevens, a 
new record in attendance is an- 
ticipated. 

The election of officers and di- 
rectors will be a feature of the 
sessions, and in this connection it 
is stated that for the first time 
eligibility will be extended to 
other than truck operators. 


designing for Studebaker in 1934 
'and 1935. For the last two years 
he has made an intensive study of 
this field, doing considerable ex- 
perimental work. 


F. A. Hurcomb, former assist- 
ant general superintendent of the 
|Studebaker body division and 
more recently vice-president and 
general manager of the Federal 
Machine and Welding Co., is in 
charge of production. E. A. Som- 
mers, connected with the Ed- 
wards firm for the last seven 
years and with Studebaker for 
10 years before that, is director 
of purchasing. 

A year’s research and designing 
work is behind the projected 
opening of the plan, Edwards 
said. Safety steel construction has 
been used in the complete line, 
|he adds. All kitchen cabinet 
work will be of steel instead of 
wood and ‘windows will be of 
Edwards drop design. They will 
provide full ventilation instead of 
the conventional overhung type. 
Other features include: air con- 
ditioning, a much lower center of 
gravity, a new and improved 
hitch and springs that gre adjust- 
able for road clearance. 





Flashanlite Safety 
DETROIT.—A new safety lantern 
known as the Flashanlite is being 
introduced by the Ross Manufac- 
turing Co., of Minneapolis. It has 
been designed to replace the old- 
fashioned coal-oil flares and has been 
tested by a number of police and 
safety departments. The Flashan- 
lite shows a red danger signal to 
warn oncoming traffic of its pres- 
ence while the reverse side of the 
lantern throws a brilliant white light 
toward the car or truck which has 
come to a stop on the road. Com- 
pactness, featherweight and economy 
are also claimed for the device. 





For 
BUSINESS 
"Pleasure 


Travelers gather at The 


SATIS 


Stevens assured of gracious 
hospitalities and superla- 
tive service because its 
management cares. 
Moderate in price be- 
cause it is The World's 
Largest Hotel—in the heart 
of Chicago— overlooking 
Lake Michigan—on fa- 
mous Michigan Boulevard. 


THE 


STEVENS 
CHICAGO 


OTTO K. EITEL, Gen. Mgr. 





High Tax Called Barrier to Fur 
Midget Cars May ISA 
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Result 


By Upward Trend of Levies 


NEW YORK.—Indications that 
a gradual decline in motor vehicle 
registrations and a trend toward 


the use of the “midget” cars may | 


be expected in the United States 
if automotive taxes continue the 


upward trend of the past 15 years | 


are seen in the statistical review 
of Great Britain’s automotive in- 
dustry for 1936 published by the 
Society of Motor Manufacturers 
and Traders, Ltd. The statistics 
reveal that in Great Britain high 
taxes have been important factors 
in delaying the increase. in motor 
vehicle registrations and in com- 
pelling motorists to operate small 
vehicles of low horsepower. 
The figures indicate that in 1904 
Great Britain registered 17,810 
motor vehicles. The United States 
registered 55,000, 
tween the countries being 1 to 3.1. 
Total registrations for 


1935 registrations of 26,221,052 for 
the United States. The 1935 ratio 


between the countries is 1 to 12.7, | 
United | 


indicating that in the 
States motor vehicle registrations 
have increased 477 times over 
1904, while in Great Britain the 
increase has been only 116 times. 


During the entire period auto- | 
in Great Britain | 


motive taxes 
were considerably higher than 
those in the United States, but 
tax costs here have been moving 
upward with the apparent effect 
of slowing up the rate of increase 
in registrations. Between 1914 
and 1919 automotive taxes per ve- 
hicle in the United States in- 
creased 17.4 per cent, or to $8.48 
from $7.22. During the same 
period, registrations increased 342 
per cent. Between 1919 and 1924 
the per vehicle tax cost increased 
105 per cent to $17.38, and the 
gain in registrations was only 133 
per cent. By 1929 the average 
per vehicle tax had risen 69 per 
cent to $29.40, with a gain in 
registrations of only 51 per cent. 
By 1935 the per vehicle tax aver- 
age had soared to $46.26, with 
registrations showing a 1.1 per 
cent decline from the 1929 level. 

A significant trend is seen in 
the growing tendency of British 
motorists to use motor vehicles 
of low power rating. In 1927, 
when the average per vehicle tax 


Packard Names Peper 


To Fleet Sales Staff | 
NEW YORK.—wW. S. Peper has | 


been named eastern fleet sales 
representative of the Packard 
Motor Car Co. 

Peper was with the service 
division of Yellow Truck and 
Coach Co. in New York and Chi- 
cago for seven years. He then 
joined the sales and sales pro- 
motion departments of Bellanca 
Aircraft Corp. and Curtis Wright 
Flying Service. He resigned from 
the fleet industrial sales division 
of Gulf Oil Corp. to accept his 
new position with Packard. He 
has been active in the Society of 
Automotive Engineers, serving as 
chairman for the New York Sec- 
tion in 1934. 


Smith to Handle Diesels 

DETROIT.—Lon R. Smith, Detroit, 
who has been identified with the 
sale of diesel engines for several 
years, has left Hercules Motors 
Corp., Canton, O., and is going to 
the Pacific Coast with distribution 
privileges for the sale of Hercules 
diesels for replacement use. 

Smith will organize his own sales 
and engineering company which will 
buy engines from Hercules and sell 
to bus and truck operators for re- 
placement only, through dealers to 
be established in Arizona, California, 
Colorado, Idaho, Montana, Nevada, 
New Mexico, Oregon, Utah, Wash- 
ington and Wyoming. 


the ratio be-| 


Great | 


Britain in 1935 were 2,070,715, ex- | 
clusive of motorcycles, as against | 





in Great Britain was about $60, 
more than 23 per cent of new 
cars sold were of 10 horsepower 
or less. In 1935, with the aver- 
age per vehicle tax approximately 
$135, more than 60 per cent of 
new cars sold were in this low 
power class, more than 83 per 
cent had 15 horsepower, or less, 
and the greatest concentration 
was in the eight horsepower class. 

The horsepower rating of the 
four most popular makes of cars 
in the United States ranges from 
23.4 to 33.8. Taxed on the British 
basis, the cost would be prohibi- 
tive and a greater use of “midget” 
cars and motorcycles could be ex- 
pected. 


|" successfully solving the prob- 
lems of efficient, 

operation, Hyatt Roller Bearings 
are built on the principle that 
perfection of measurement must 


be paired off with great reserve 





SAE Officers 


Are Speakers 
At Dayton Meet 


DAYTON, O.—Two officers, 
president and secretary of the 
Society of Automotive Engineers, 
were speakers when the Dayton 


section of the SAE held its first | 


meeting of the season, Sept. 14 
at the Engineer’s club. 

Ralph R. Teetor, SAE president, 
spoke on “Keeping the Automobile 
Industry Young,” while John A. 
C. Warner, secretary and general 
manager, spoke on “Automotive 
Engineering Conquers the World.” 

Teetor drew an engineering ex- 
perience from railway inspection 
cars to ships, automobile engines 
and piston rings, describing both 
the human and technical factors 
which are in process of combin- 


wear-free 


capacity. Precision first, of course, . 


but along with it ample reserve 
capacity to preserve precision 


under the most severe service. 


How rigidly this manufacturing 
principle is observed by all of us 
at Hyatt is best demonstrated by 
how well and how long these de- 
pendable bearings serve in cars, 


trucks, and buses everywhere. 


NEWARK, DETROIT, CHICAGO, 
PITTSBURGH, SAN FRANCISCO 


ing to bring renewed youth to| 
| the now mature automotive in- 
dustry. 

Warner delved into the eco- 
nomic and social benefits brought 
to every part of the world through | 
| the products of automobile genius. 


| Chek-Chart to Publish 
New Accessory Guide 
CHICAGO.—The sale in service | 
| stations of such emergency acces- 
sories as spark plugs, fan belts, 
battery cables, windshield wiper 
| blades, lamp bulbs, fuses, etc., has 
| grown to large proportions during 
the past few years. A growing 
| difficulty confronting the retail 
outlets handling these accessories 
|has been the lack of accurate in- | 
formation, from one definite | 
source, showing the salesmen just 
what size and type of part fits| 
each different model car. 


ther Motor Progress 


| petroleum 








' 


The Chek-Chart Corp. will pub- | 
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lish the Chexall Accessory Blue 
Book to fill this need. It has been 


|in the process of compilation for 


several years and will be issued 
early in November. This book will 
list in tabular form, by makes and 


|models, the manufacturers’ speci- 
|fications covering those items re- 


quired for emergency replacement 
service which are known in the 
industry as “acces- 
sories.” 


Bopp Named 

INDIANAPOLIS.—Harry J. Bopp, 
who was affiliated with the Cadillac 
Motor Co. for 15 years, has been 
made president of the Monarch Mo- 
tor Co., local Buick agency. Bopp 
served as branch manager for the 
Cadillac organization in New Or- 
leans, La., for some time and later 
moved to Baltimore, where he held 
a similar position with Cadillac. He 
came to Indianapolis from the east- 
ern city to assume the head of the 
local Buick dealership. Bopp is a 
world war veteran. 


@ Years of hard service by all 
sorts of drivers over all kinds 


of roads 


do not lessen the 


original accuracy, strength, or 


performance of Hyatt Quiet 


Roller Bearings. 


- 3 
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ALBANY.—In an effort to clari- 
fy the real meaning of the new 
motor vehicle laws, which became 
effective Sept. 1 last, Motor Ve- 
hicle Comissioner Charles A. Har- 
nett this week made the follow- 
ing statement: 


“Because provision was made by 
this bureau last March on the 
back of the driver’s license for 
entry thereon by the courts, of 
convictions, and because such en- 
tries were purely voluntary and 
without legal mandate; this bur- 
eau feels—in fairness to all the 
motorists of the state—that the 
driver’s license record should be 
kept clear up to Sept. 1 when it 
became mandatory for the courts 
to enter thereon a record of all 
convictions for traffic offenses 
except parking. Procedure in the 
bureau has been developed to take 
care of the exchange of such li- 
censes for a new license upon pre- 
sentation of a new application ac- 


companied by the old certificate | 


and stub and an affidavit certify- 
ing that since Sept. 1 there have 
been no convictions for traffic 
offenses. No notarial certification 
is required on this affidavit form. 
No Speed Law Change 

“There has been no change in 
the so-called speed law in this 
state. Section 55 provides as fol- 
lows: 


“‘Every person operating a mo- 
tor vehicle upon a public highway 


shall drive such vehicle in a care- | 
ful and prudent manner and at a 
rate of speed so as not to en-| 
another | 


danger the property of 
or the life or limb of any person. 


“‘A rate of speed by a motor ve- 


hicle, other than a motor truck, | 
in excess of 40 miles an hour for | 


a distance of one-fourth of a mile 


shall be presumtive evidence of | 
driving at a rate of speed which | 


is not careful and prudent.’ 
“Motor trucks of two tons’ ca- 
pacity, or under, are allowed up| 
to 25 miles an hour. A speed in 
excess of that is presumtive evi- 


dence of a rate of speed not care- | 
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Hartnett Issues Bulletin Clarifying N. Y. State Laws 
Speed Laws Unchanged ; | 


But Penalties are Revised 


| clear hand signals showing his in- 
| tention of stopping or turning, to 
be equipped with a _ mechanical 
signaling device approved by the 
commissioner. This new law pro- 
vides also that failure to use such 
device, or keep it in working or- 
der, is unlawful. However, not 
every motor truck or motor bus 
in this state needs mechanical 
signals. For instance, many of the 
oil tank and milk trucks may be 
so constructed that the driver can 
give the signal to traffic in the 
front or the rear of the vehicle 
to indicate his intention to stop 
or to make a turn. We hold that if 
the arm of the driver is in clear 
view, no signaling device of any 
kind is needed. Vehicle owners 
will do well to consult with the 
bureau offices and obtain specific 
information as to the regulations 
covering these signaling devices. 


Reflectors Needed 


“Further there seems to be just 
as much doubt respecting the new 
reflector law which becomes ef- 
fective Oct. 1. The required re- 
| flector may be a part of the rear 
|lamp. Every passenger vehic'e 
of 1935 and 1836 model, and per- 
haps some 1934 models is equipped 
| with at least one, and in most 
|eases two, red stop lights with 
|reflector g'ass which has the ap- 
proval of this bureau. 

Another important change in 
the law which became effective 
June 8, 1936 requires any person 








| operating a motor vehicle or mo- | 


| torcycle, who knows that dam- 
culpability, or to accident, to stop, 
exhibit his license and give his 
name, residence—by street and 
number—and 


or to a police officer or, 
event no police officer is present, 
‘report same to the nearest police 
| station or judicial officer. 


ful and prudent. Motor trucks of | 


over two tons capacity are al- 
lowed but 20 miles an hour. Mo'or- 
cycles are allowed up to 40 miles 
an hour and a rate of speed in 
excess of that for a distance of 
one-fourth of a mile offers pre- 
sumptive evidence of speed which 
is not careful or prudent. 


Penalties Revised 


“While the speed law enacted 
by the state, as heretofore re- 
ferred to, has not changed in any 
particular, the punishment has 
changed. 


“There seems to be some misun- 
derstanding also as respects the 
mechanical signaling device law 
which requires every’ vehicle, 
which is so loaded or constructed 
that the operator | is unable to Bive 


Robert Bosch Celebrates 


Two Events at One Time 

SPRINGFIELD, Mass. Sept. 
23 will mark the 50th anniversary 
of the founding of Robert Bosch 
A. G., in Stuttgart, Germany, A. 
T. Murray, president of the United 
American Bosch Corp., of this 
city has announced. 

At the same time the founder 
of the firm will celebrate his 
75th birthday, Murray declares. 
Bosch was a pioneer figure in the 
development of automobile igni- 
tion. Until dependable ignition 
methods were discovered, the 
rapid development of the interna! 
‘ombust'on engine for use in 
.utomobiles and motorcycles was 
it a standstill 








1- | Thomas, pioneer 
age has been caused due to his | 


license number to | 
the party sustaining the damage | 
in the} 


| engaged 











THERE WAS A TIME when most of the operations incident to keeping an automobile in repair 
could be performed with a comparatively few simple tools. Today, hundreds of different tools, each with 
its own special function, are available for service department use. To explain and demonstrate the use 
of each new tool, C. W. Wood, Chevrolet national director of service, summoned representatives from 
the regional service organization, together with dealers’ service managers from each of the nine Chevro- 
let regions, to a two-day conference in Detroit. The conference subjected the array of tools and equip- 
ment to the test of practical utility, culled out items which the service men reported non-essential, and 


compiled a list of essential items to which | it gave unanimous approval. 





E.R. Thomas, Pioneer Maker 


Passes Away in Buttalo 


Ze 
in the automo- 
bile industry and manufacturer of 


BUFFALO, N. 


|the famous Thomas Flyer, which 


won the New York-to-Paris race, 
westward via Siberia, in 1908, 
died here this week. His age was 
85 years. 

Mr. Thomas, who was born in 
Webster, Pa., Nov. 3, 1850, in re- 
cent years had made his home at 
Miami Beach, Fla., but visited 
this city regularly each year. 

Coming to Buffalo in 1900, he 
in the manufacture of 
He was the owner 
of the E. R. Thomas Motor Co. 
His firm became one of the 
world’s leading companies of its 
kind. He also helped organize 
and at one time controlled the 
old Chalmers Motor Co. 

In 1911 the E. R. Thomas Motor 
Co. was sold to the United States 
Motor Co., and Mr. Thomas re- 
tired from business. At the same 
time he resigned from the direc- 
torates of many concerns. How- 
ever, up to his death he still had 
large holdings in various business 
enterprises. 

On Feb. 12, 1908, six automo- 
biles started on what still is re- 
garded in automotive circles as 
the greatest endurance race ever 
held—a dash virtually around the 
world—and it ended in a victory 


automobiles. 





Edwin Ross 


for the Thomas Flyer, an auto- 
mobile built in Buffalo by Mr. 
Thomas. The race started in 
times Square, New York, before 
7 tremendous throng. The Thomas 
Flyer was the lone American 
entry, competing against five for- 
eign-built cars. 

The route was from New York 


to Buffalo, Chicago, Ogden and | 


Seattle, thence by steamship to 
Japan and Manchuria, across 
Siberia to Moscow, to St. Peters- 
burg, to Berlin and to Paris. 


Times Square has never been 
more crowded than it was at 11 
o'clock on the February morning 
in 1908 when Mayor McClellan 
fired the pistol that sent the six 
machines on their way. Besides 
the lone American entry there 
were three French cars, a De 
Dion, Moto Bloc and a Sizaire- 
Naudin; an Italian, the Zust, and 
a German, the Protos. 


The Thomas was piloted at first 
by Montague Roberts, later by 
George Shuster. Paris was 
reached 170 days after the Flyer’s 
departure from New York. The 
Protos got to Paris four days 
ahead of the Thomas, but lost the 
race by 26 days because of a 
15-day penalty and a 15-day al- 
lowance granted the Thomas for 
its journey to Valdez, Alaska, in 
a laudable effort to follow the 


Installed then forgotten 


BORG & BECK 
CLUTCHES 


DIVISION OF BORG-WARNER CORPORATION 


! 

prescribed route, which was aban- 
|doned when the state of Alaskan 
roads became known. 

| The story of the trip through 
Siberia should soothe the indig- 
nation of any present-day motor- 
ist who complains when a concrete 
road ends. Some of the cars 
|spent more than 90 days, from 
morning until night, and often all 
night as well, plowing through 
mud, swampland, muck and mire. 
Frequently one of the crews 
| would pause to pull a contending 
ear free of the glue of the 
Siberian terrain. 

Two hundred miles from Kazan 
|the American car broke a driving 
shaft. While a member of the 
party set out with horses to get 
another shaft from a town 100 
miles away the Germans passed, 
cheering and singing, and that 
was the last the Thomas Flyer 
saw of the Protos until the Flyer 
reached Paris. 

The car had traveled 13,341 
land miles of virtually open ter- 
rain. muddy roads or no roads at 
all being the rule, and hundreds 
of waterways were forded. 


Midget Plant 
Will Make Steel 


For Engineers 


PITTSBURGH. — A miniature 
steel works for developing the 
discoveries of its research engi- 
neers will be constructed by the 
Jones & Laughlin Steel Corp. One 
of the first of its kind in the coun- 
try, the midget plant will be 
equipped with actual steel-making 
units on a small scale capable of 
duplicating’ the big mills. 

The construction of this minia- 
ture steel works marks a new 
approach to the use of research 
by industry, bringing it into a 
position of greater and more 
practical importance than ever 
before. In the past, it has been 
the general practice to turn over 
the discoveries of research en- 
gineers to the regular manufac- 
turing departments for testing 
and development. Under this 
new system Jones & Laughlin 
engineers will develop and test 
their ideas in the new “pilot 
plant” where they will have en- 
tire control of the miniature 
steel-making equipment which 
will include an iron cupola, an 
open-hearth furnace, a Bessemer 
converter, a blooming mill, and 
various finishing devices. 
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16 Fellowships Awarded 
In Harvard Safety School 


Chris 


oy 
Sinsabaugh 


(Continued from Page 1) 


on the highways. Beginning 
young this way, the necessity of 
careful driving is going to be 
driven home in a manner that all 
can understand. 

* * * 


MORE THAN EVER, the 
Grand Central Palace affair is to 
be a dealer show. While I am not 
looking for as many company 
luncheons and banquets as in 
days of yore, Reeves thinks deal- 
ers will come to New York this 
time in full force. He is sending 
out invitations and credentials to 
20,000 dealers east of the Miss- 
issippi. Those who come from 
greater distances are to be just 


throughout the state has been 
good this year, August returns 


showing about 33 per cent gain| 


over the same month last year. 
The association has a member- 


|ship ranging from 350 to 400 and 
|the meeting brought out a strong | 


representation to listen to Forest 
H. Akers, Dodge director of sales, 
and Arnon N. Benson, NADA 
manager, while my contemporary, 
Don Blanchard, editor. of Auto- 
mobile Trade Journal, also con- 
tributed to the symposium. The 
West Virginians were courteous 
enough to include me among the 
speakers, not knowing my limi- 
tations. I managed to survive 
the ordeal and so did the audi- 


‘em all agog over the story that 
W. C. Durant, founder of General 
Motors, has gone into the ee | 


.|rant business at Asbury Park. He} 


has taken what once was a fine| 
automobile salesroom and has 
converted it into a cafeteria where 
no single item on the bill of fare 
costs more than five cents. It’s 
largely experimental on the part | 
of Durant who, at 74, wants some- | 
thing to keep him busy. He is so} 
enthusiastic that one of the stories 
afloat is that he went into the | 
kitchen and did a swell job of | 
dish-washing just to show the} 
help how it should be done. 


* * * 


AND MAYOR LA GUARDIA 
come out this morning and an- 
nounced a special exemption for 
taxicabs. He is permitting them 
to park in front of fire plugs, be- 
lieving that properly manned 
taxis will prevent the possibility 
of locked automobiles blocking the 


CAMBRIDGE, Mass .—Sixteen 
men, selected by the faculty of 
Harvard University, are register- 
ing for two graduate courses at 
the Harvard bureau for street 


28. One course is on the prob- 
lems of street and highway con- 
trol and the other embraces the 
principles involved in the solu- 
tion of the problems. 

The fellowship awards were 
made possible by grants of money 
to Harvard by the automotive in- 
dustry. The studies will continue 
through the academic year when 
those awarded fellowships will 
join other students and _ staff 


members in a vigorous attack on | 
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ject of traffic and the remainder 
lare identified with some phase 
of accident-prevention effort,” re- 
| ported Paul G. Hoffman, chair- 
|man of the safety traffic commit- 


| traffic research which begin Sept.|tee of the Automobile Manufac- 


| turers’ Assn. and president of 
|Studebaker. “Most of them are 
on leave-of-absence basis and will 
| return to active work in street 
traffic control after their studies 
j}are completed. 

“The Harvard Bureau has op- 
erated since 1925 under the di- 
rection of Dr. Miller McClintock, 
|giving informa] instruction to 
istudents and assisting many 
cities, including New York, Bos- 


as welcome and will be guests of | ence, but I am sure my listeners 
the management upon register-|could not have profited much 
ing. Each dealer will be given|from what I had to say. 


two tickets for each of three . = -s 
wee. HERE IN New York I found 


|ton, Washington, Chicago, New 
; Orleans, Kansas City, San Fran- 
| cisco and Los Angeles in the solu- 
{tion of their motor traffic diffi- 
' culties.” 


use of water mains. Of course,|@!l phases of accident prevention. 
the proviso is made that the “Six of those receiving awards 
driver must be in his cab at ut | me members of police depart- 








times in order to move his rig out! ments, five are already acknowl- 
edged as authorities on the sub- 


of the way in case of fire. 


* * * 


I HAD TO COME all the way 
to New York to get a little in- 
side on Buick’s new 1937 line. 
The factory folk in Flint have 
been mum as clams when I have 
tried my Peeping Tom tactics in 
my home town, but the tip-off 
came here in New York. 


The grapevine I get from a dis- 
tinguished stylist who previewed 
the wooden models is that the 
1937 Buick will be a larger auto- 
mobile—longer, wider and lower— 
all resulting in an even smarter 
silhouette than this year’s mode'. 
The dope also is that there will 
be increased power, acceleration 
and top speed, although top 
speeds are taboo under the AMA | 
ruling. 

As a charter member of the} 
Paul Pry Assn., I am happy to 
be able to present what I think. | 
This is a pretty accurate forecast | 
of what Buick has in store for | 
the coming season. It must have 
been a temptation to Harlow | 
Curtice to coast on his fine 1936 
record, instead of pushing better | 
than $14000,000 into plant im-| 
provements for the new year. And 
I also hear that the bottom of the | 
1936 barrel must be in sight, for 
’36 Buicks are reported to be few | 
on dealers’ floors, while the fac- | 
tory is well into production on 
the new stuff. 

cod o*” * 


BUT TO RETURN to West Vir- | 
ginia. I had been invited to at- 
tend the Charleston meeting, with 
the understanding that I stop off 
at Wheeling on Sunday and visit 
Bob McGraw, Chevrolet dealer 
there, who was to drive me to the 
state capital. At the soap box 
derby at Akron I had kidded Mc- 
Graw a bit asking him where 
Wheeling was and what. it was. 
I made believe I thought the city 
had been named thusly because 
of the bicycle days and perhaps 
it might be the hot bed of free 
wheeling. 

As a result the whole town 
turned out to welcome me and 
disprove the charges. And it was 
a surprise party, for as I stepped 
from the train two motorcycle 
cops grabbed me, rushed me 
down the platform as if I was a 
malefactor and a desperate char- 
acter. Mebbe I looked like one, 
but anyway they put me in a 
patrol wagon, which clanged its 
way through the streets to the 
city hall, where a special session 
of court was held. I was charged 
with passing counterfeit money, 
which had been planted on my 
person. Not having $50,000 bail 
I was impounded in a cell for 
half an hour along with Firpo, 
the colored midget who is Mc- 
Graw’s major domo. And then 
Wheeling gave me a “coming out” 
party that convinced me that I 
had been forgiven for my “crime.” 
I was made an honorary member 
of the police department and I 
am to get a special badge. So 
Major Bowes has nothing on me. 

* ok ak 

CHARLESTON, where the meet- 
ing of the dealers’ association was 
held, was equally hospitable but 
not in a rough way. Business 





“Don’t move for me, gentlemen. I simply must 
learn to park in tight places.” 


GETTING IN 
HARD-TO-GET-AT PLACES 


vield from 50% to 84% of the new 
car sales, depending, of course, on the 
price class. It seems sensible to put 
extra pressure in these fewer but 
richer areas where sales are thickest. 
And take the people who buy. To 
the outsider one sale seems as good as 
another. But the sales manager knows 
that the best sale is to the person who 
can influence more sales to follow. 
Now look for the advertising publi- 
cation that can accomplish both these 





objectives—with nearly all its circula- 
tion in the 41 leading sales areas, and 
an audience of buy-first-and-set-the- 
style people—and you find The New 
Yorker—a national magazine of 132,- 
000 circulation, read from coast to 
coast, with an average of six readers 
for each of these copies. 

Sell in The New Yorker and you sell 
the people other people copy. Sell the 
people other people copy and you sell 
the nation. 


T’S a funny thing but when you're 
] trying to elbow your way into a 
better sales position these days, what 
you don’t do is actually as important 
as what you do. 

Take markets for instance. The na- 
tional market is really a composite of 
local markets—some better than 
others. Which pay out best? Which 
show greater return for concentrated 
sales effort? Actually the bulk of the 
motor car sales is done in just 41 met- 
ropolitan city areas. These 41 areas 


THE 
NEW’ JORRER 


SELLS THE PEOPLE OTHER PEOPLE COPY 


New York Motor Show Issue 
dated Nov. 14—out Nov. 11 
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the An Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Million Dollar Bait 
With farm income the highest since 1930 and rurai 
sales still increasing, automobile manufacturers are con- 3 6 4 
tinuing a heavy barrage of advertising aimed at the 4 Bn suse esi 


farmer. se ees ae ed ‘is Yoann PLUOS 
This year has shown considerable increase in farm ad- re on . 

vertising expenditures, compared with other years, as c A 

manufacturers realize the vast market still open in rural 


areas. 

Below are the figures on car and truck advertising in 41 farm 
papers for the first eight months of 1936, as supplied by Gordon S. 
Broholm, representing the Midwest Farm Paper Unit: 

Cars Trucks Total 
$ 13,050.00 $ 13,050.00 
CHEVROLET 85,316.20 $104,984.38 190,300.58 
CHRYSLER 14,476.00 14,476.00 
84,282.95 75,441.03 159,723.98 
129,035.30 114,882.68 243,917.98 
29,696.02 29,696.02 
42,594.50 42,594.50 
INTERNATIONAL 66,815.18 66,815.18 
NASH-LAFAYETTE .... 12,321.00 12,321.00 
PLYMOUTH 175,596.77 175,596.77 
REO 196.00 8,353.00 8,549.00 


STUDEBAKER 13,050.00 13,050.00 ; 
WILLYS-OVERLAND ... 112.00 112.00 RECENTLY COMPLETED GROUP of literature, window trims, glass-enclosed merchandiser and 


2a —— —_—____— | other dealer “tools” assembled by the Electric Auto-Lite Co. to promote its new spark plugs, prepared 
TOTAL.............$570,080.72 $400,172.29 $970,203.01 | under the direction of Frank A. Nealon, sales manager of Auto-Lite’s merchandising division at Toledo. 
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Motor Travel Figures Show 25% Increase Over 35 


AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 19, 1936 


Record-b reaking Volume 


Fulfills Early Predictions 


NEW YORK.—Total volume of weather has played a significant 


motor travel throughout New 
York and New England since Jan. 
1 of this year is approximately 
25 per cent above that of 1935, 
according to figures released this 
week. 

With the summer touring sea- 
son drawing to a close, prophets 
who early this year predicted for 
the 1936 season a record-breaking 
volume of motor travel are see- 
ing their forecasts borne out by 
actual figures. 

Estimates based upon demand 
for highway information, service 
station business and the records 
of resorts and hotels, all indicate 
that the volume of motor travel 
this year is about one-fourth 
greater than that of last year, 
according to G. A. Perryman, gen- 
eral manager of the eastern di- 
vision of the Socony-Vacuum Oil 
Co. 

A great variety of attractions 
for motorists, better economic 
conditions and favorable weather 
have all had a part in stimulating 
motor travel, according to Perry- 
man. 

“The American motorist is be- 
coming more and more ‘travel-con- 
scious’,” he declared. “Improved 
highways and greater driving 
comfort are encouraging this ten- 
dency. Week-end motor travel 
is particularly popular in this 
section and during the past sum- 
mer we have had very few rainy 
Saturdays and Sundays, thus the 


part in swelling the volume of 
travel,” Perryman stated. 

Although a sharp decline in the 
volume of vacation travel is to be 
expected immediately after Labor 
Day, there will be considerable 
numbers of motorists migrating 
into northern New England for 
fishing and hunting with the com- 
ing of cooler weather, it was 
pointed out. 

The touring service bureau of 
Socony-Vacuum with offices in 
Radio City and at 26 Broadway, 
has already cared for more than 
200,000 inquiries for highway in- 
formation this year, Perryman 
declared. 


Leyland Motor Mgr. 
Arrives in New York 

NEW YORK.—A. A. Liardet, 
general manager of Leyland Mo- 
tors Ltd., one of the largest manu- 
facturers of commercial vehicles 
in Great Britain, is to arrive at 
the ‘Lafayette’ on Sept. 19. 

The object of Liardet’s visit will 
be the study of both manufactur- 
ing and operating conditions in 
the states and he will welcome 
the opportunity of comparing 
notes on these aspects of trans- 
port with American manufactur- 
ers and operators. 

During his short stay of ap- 
proximately a month, he will at- 
tend the American Transit Assn. 
|convention in White Sulphur 


| Springs, Va., » Sept. 21 to 24. 





SHOW DATES 


NOVEMBER 
3-7—Newark, N. J. National Motor Truck 
Show 
9-14—Des Moines, ta. Automobile Show 
i1-15—Omaha, Neb. 
11-18—New York. Autopobile Show 

Central Palace. 
12-19—Philadelphia, Pa. 
13-19—Toledo. Automobile show. 
14-20—Columbus. Automobile Show. 
14-2i1—Boston. Automobile Show. 
14-21—Chicago. Automobile Show. 
14-2i—Detroit, Automobile Show. 
16-21—Grand Mich. 

Show. 
14-21—Indianapolis, 
14-21—San Francisco. 
14-21—Seattie, Wash. 

Auditorium. 
14-21—Washington, 
14-22—Los Angeles. 
15-22—St. Louis, 
15-21—Cincinnati. 
*16-2i—Denver. Automobile Show. 
16-2i1—Des Moines. Automobile Show. 
16-21—Ottawa, Can. Auto Show, 

Laurier, Ottawa, Canada 
16-2i1—Pittsburgh, Pa. Automobile Show. 
19-25—Asbury Park, N. J. Automobile Show 
*20-26—Lansing, Mich. Automobile Show 
21-28—Cleveland. Automobile Show. 
“21-28—Brooklyn, N. Y. Automobile Show 
*21-28—Buffalo. Automobile 
21-28—Minneapolis, Minn. Automobile Show 
21-28—Newark, N. J. Automobile Show. 
21-29—Kansas City. Automobile Show. 
22-29—Milwaukee. Automobile Show. 
22-29—Portiand, Ore. Automobile Show 
23-28—Meriden, Conn. Automobile Show. 
28-Dec. 5—Baltimore. Automobile Show. 
28-Dec. 5—Hartford, Conn. Automobile Show 
28-Dec. 5—Rochester, N. Y. Automobile Show 
*30-Dec. 5—Peoria. Automobile Show. 


Automobile Show. 


Grand 


Automobile Show. 





Rapids, 


Ind. Automobile Show 
Automobile Show. 
Automobile Show. Civic 
D. C. Automobile Show. 
Automobile Show. 
Automobile Show. 
Automobile Show. 


Chateau 


Show. 


DECEMBER 


$-13—Chicago. ASI Show. Navy Pier. 


*Tentative. 


Automobile 





| SYRACUSE, N. Y.—A 
tionary type of automobile, to sell | 
for 
to present day automobiles,” 
to travel between 35 and 40 miles 
on a gallon of gasoline, is being 
| developed by the Doman-Marks 
Engine Co., Inc., of Syracuse, ac- 


Marks was formerly chief engi- 
neer of the old H. H. Franklin 
Manufacturing Co. Associated 
with him is Carl T. Doman, for- 
merly Franklin’s research en- 
gineer. 

The Doman-Marks announce- 
ment, indicating that it probably 
will be several months before an 
actual working model can be com- 
pleted, declares that the car will 
include these features: 

Weight, 1,400 pounds, when 
ready for the road; carry five 
persons in a tear-drop shaped 
body; have a front-wheel drive; 
have a four-cylinder air-cooled 
motor developing 60 horse power; 
have individually sprung wheels, 
eliminating axles; have a 120-inch 
wheelbase which, with wheel 
mounting, is said to forecast 
smooth riding; have sleeve valve 
design which, it is said, will 
eliminate valve grinding. 

Further, Marks pointed out that 
“the advanced’ engineering 
| typified by the power plant, 
which is a four-cylinder, opposed 
type, air-cooled unit, with which 
are included the clutch, trans- 
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Doman-Marks Group 
Testing Radical New Car 


mission, differential and driving 
Shafts. The entire propulsion 
mechanism, from engine to actual 
driving of the wheels, is designed 


ward end of the car.” 

The statement goes on to say 
that “the combined power and 
driving unit really acts as a sort 
of tractor to which, in effect, the 
body is connected in such a way, 
however, that the mechanism is 
concealed under the streamlined 
front section of the body.” 

It is claimed the body will be 
required to bear none of the 
power strains that present body 
engineering has to provide for. 

The Doman-Marks Engine Co., 
Inc., producing air-cooled engines 
for industrial and truck use, 
formerly operated in Amesbury, 
Mass. 


Leg al Quibble 

SOME ry Ky.—If one truck 
tows another—the front wheels of 
the second being mounted on the 
rear of the first truck—is it one 
vehicle or two? A jury in Whitley 
Quarterly Court called the contrap- 
tion two vehicles. The decision 
brought an acquittal for John Cau- 
lifield, charged with driving a truck 
which was over the legal length. 


If you believe... 


IN SAFETY 
Sell 
LORRAINE 


Safe driving is a nationwide topic of interest 
to everybody, creating a widespread demand 
for better road illumination. A _ reasonable 
rate of speed for daytime may be dangerous 
at night without the proper lighting equip- 
ment. 

The fall of the year, when days become 
shorter, is the proper time to feature light- 
ing equipment. Also, during this period, 
fogs are prevailing and there is no better 
time to display and sell Fog Lights. 
Lorraine, the pioneer, leads as usual in new 
features and designs. The new Lorraine 
Fog Light is a worthy companion to the 
popular Lorraine Driving Light, the only 
spotlight with lamphead that turns in 
every direction. 

Dealers who have never used Fog Lights are 
urged to drive behind a pair of Loraine 
Lights, recognized as the most efficient, in- 
corporating many exclusive features. 

An attractive catalog, with discount sheets, 
will be mailed on request. The catalog covers 
in an interesting manner lighting problems 
and helpful suggestions for the sale and 
installation of Auxiliary Lights. 


APPLETON ELECTRIC 
COMPANY 


(Automotive Division) 
1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 





Seasonal al Quiet 
Being Displayed 
In Motor Shares 


By C. J. ALEXANDER 


NEW YORK.—Wall Street may 
be waiting on the presidential 
election but as far as the auto- 
mobile stocks are concerned, it 
is waiting on another important 
November event, the national 
automobile show to be held in 
New York. Investment houses 
already are conducting their pri- 
vate automobile polls. The official 
returns are in for Packard and 
Studebaker but they want to know 
about General Motors, Chrysler, 
Ford and the others. 


They sent out not ballots but 
men and the trek from Wall 
Street to Detroit is getting under 
way. The object of these jaunts 
is to pick up as much advance 
information as possible about 
prospective new model offerings 
and to sound the sentiment of 
motor car company executives 
concerning the outlook for 1937. 
It isn’t always easy to find out 
what the new models are to be 
like, in fact it is a difficult job, 
but the executives are willing to 
discuss prospects of their own 
companies and of the industry. 


Shares Quiet 


In the meantime automotive 
shares are relatively quiet on the 
exchange but are expected to 
take on life as the time for the 
automobile shows approaches. 
Something of a pre-show dem- 
onstration nearly always takes 
place in the motors. The feeling 
here is that this year the industry 
is going to give the public some- 
thing really to talk about and 
that some pleasant surprises are 
in store when the new models 
are placed on display. 


A checking of the records of 
Dun & Bradstreet this week re- 
vealed that business failures in 
the automobile industry are con- 
tinuing to decline. The monthly 
average of failures recorded for 
manufacturers, wholesalers and 
retailers of automobiles, supplies 
and accessories for the first seven 
months stood at 21.4, as against 
22.5 a year ago. The average of 
liabilities per failure was lower. 
There also has been a reduction 
in the number of companies 
seeking authority to reorganize 
under authority of Section 77-B 
of the amended Bankruptcy Act. 


Dividends List 

Among the important dividend 
actions of the week was the in- 
crease voted by Electric Auto- 
Lite. This company declared 60 
cents a share to be paid Oct. 15 
to stockholders of record Oct. 1. 
In the first two quarters of the 
year 30-cent payments were made 
and in the third quarter 50 cents 


Doehler Die Cast 
Offers Rights 


WASHINGTON. — Doehler Die 
Casting Co. has filed a registra- 
tion statement with the SEC cov- 
ering 68,732 shares of common 
stock and subscription warrants 
evidencing the right to purchase 
the common shares. 


The company plans to offer 
common stockholders the right to 
purchase the new common stock 
in the ratio of one-third of one 
share of new common for each 
share of common held. Any of the 
common stock not taken by com- 
mon stockholders will be offered 
to holders of the company’s pre- 
ferred and preference stock pro 
rata. 

Any of the shares not taken by 
either the company stockholders 
or the preferred and preference 
stockholders will be offered to 
others. Offering prices and names 
of underwriters will be filed by 
amendment. 
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Wall Street Seeking Advance Dope on 1937 Cars 


was paid, making the current 
dividend the second increase for 
the year. The regular quarterly 
of $1.75 was declared on the pre- 
ferred. 


Cleveland Graphite Bronze de- 
clared 50 cents, as against 25 
cents regular and 25 cents extra 
in preceding quarters. McQuay- 
Norris declared its regular quar- 
terly of 75 cents and Ainsworth 
declared a special of 50 cents, 
payable Oct. 5. Ainsworth made 
similar payments in April and 
July of this year. 


Is “Off Season” 


Automotive stocks received 
little attention this week, it being 
the “off season” in investment 
interest in this group as well as 
in operations of the industry. 
Commitments are being delayed 
apparently until the general pic- 
ture for next year is clearer. In 
the meantime, as if usual for 
such in-between seasons, the tend- 
ency is for prices to give some 
ground, with intermittent rallies. 


Automotive Daily News stock 
price averages for Sept. 16 com- 
pared as follows with a week ago 
and a year ago: 
Last 
Week 
49.74 
52.51 
43.53 
27.36 


This 

Week Change 
48.48 — 
51.07 —1.44 
48.02 —0.51 


26.99 —0.37 


Year 
Ago 
1.26 32.77 


34.34 


24 Motors 
10 Car-truck co's... 
10 Parts-accessories. 32.55 
4 Tire-rubbers..... 14.97 
It was noticeable this week that 
weakness was most marked dur- 
ing the sinking spells of the mar- 
ket in the more prominent auto- 
motive stocks. The less active 
issues naturally had less selling 
to contend with. 


Consolidated Freight 


Seeks O.K. on Stock Issue 
WASHINGTON.—Authority 


stock with a par value of $100 
per share, to be offered directly 
to the general public, was asked 


of the Interstate Commerce Com- | 


mission this week by the Con- 


solidated Freight Lines, Inc., of | 


Portland, Ore., one of the largest 
motor carriers in the 
States. 


At $100 per share, the securi-| 








to | 
issue 1,945% shares of preferred | 





Last Minute Wall Street Wires 


From C. J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, Sept. 18, 3:00 P.M.—Motor shares were strong 


today but the turnover was light. 


General Motors was 


up more than a point and Chrysler advanced more than 
two points. Other automotive issues were higher but the 
trading interest centered for the day on stocks in other 


groups. 


Willys Plant 


is Active, 


Preparing for Output 


TOLEDO. — The Willys-Over- 
land plant here is teaming with 
activity these days with prepara- 
tions for resumption of normal 
production. 

The plant is being rearranged 
to provide more compact and ef- 
ficient operations, in keeping with 
manufacturing policies of the 
reorganized company as set down 
by David R. Wilson, president. 

Manufacturing facilities, which 
in the past were spread over a 
large area, are being merged into 
compact units covering one-half 
the former space. When this task 
has been completed, Willys-Over- 
land will have a flow of close-knit 
operations that will compare fa- 
vorably with the most modern 
automobile plant. 

Plans are also well under way 
for the re-entrance of Willys- 
Overland into the national adver- 
tising field, in which it once oc- 
cupied one of the leading posi- 
tions. 


Reorganization of Willys-Over- 


|land, one of the oldest manufac- 
United | 


turers, has aroused an interest 
among distributors and dealers 
who foresee a large market for 


initial cost and economical opera- 
tion. 


“Willys economy appeals to the 
vast majority of the: people, who 
during the past depression learned 
to budget their incomes,” Ward 
M. Canaday who is to be chair- 
man of the board of directors of 
the new company, pointed out in 
discussing market possibilities of 
Willys cars. 


“The Willys car,” Canaday ad- 
ded, “has gained world-wide repu- 
tation for its economy and ex- 
cellent performance, giving up to 
35 miles per gallon of gasoline 
and 1,200 miles per quart of oil. 


“T have long felt that the auto- 
mobile built for the greatest econ- 
omy and at the same time with 
good appearance, comfort and 
safety will always have a per- 
manent place with the motoring 
public, particularly those persons 
who allot a small proportion of 
their income to transportation in 
order that they may have more 
money for other necessities of 
life. 

“Willys-Overland will continue 
to produce that type automobile 
at the lowest possible cost, con- 
sistent with good workmanship, 


ties would be valued at $194,550.! Willys cars because of their low | good performance and durability.” 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, SEPTEMBER 18, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mig 
American Car & Foundry 
American Chain 

Auburn Auto 

Bendix Aviation 
Bethlehem Steel 

Bohn Aluminum & Brass 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. 


Clark Equipment 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Elec. (80c) 
General Motors 
Glidden 


133 
28), 
42% 
23% 

7% 
247%, 
3 
34, 
53%, 
393/, 
13% 
21% 
2 
4% 


167% 
37, 
445g 
554 
407s 
12, 
334 
7% 
48/5 
72% 
55, 
254 
31% 


Hayes Body Corp. 
22'4, Houdaille-Hershey B 
13%. Hudson Motor 

1 Hupp Motor 

56% Inter. Harvester 
Johns- Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 


Last Sale 
Sept. 18 Sept. 11 


1936 
High Low 


55 47, 
22% 
27% 
21% 
28%, 
15! 8 
14 
15 
144% 
675 
287% 
4, 
16% 
124, 


Libbey-Owens-Ford Glass 
Ludlum Steel 


Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Socony Vac. 


Last Sale 

NEW YORK Sept. 18 Sept. 11 
68 
28 
38 


Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 


Timken-Det. Axle 
Timken Roller Bear. 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 

Yellow Truck 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 

Perfect Circle 

Pines Winterfront 


DETROIT 


Federal Mogul 
Hall Lamp Co. 
Murray Corp. 
Timken-Detroit 


Mich. Trucking 
Line Files Huge 


Financing Plan 


WASHINGTON. — Authority to 
issue $1,250,000 preferred and 
common stock has been asked of 
the Interstate Commerce Commis- 
sion by the Interstate Motor 
Freight System, Grand Rapids, 
Mich. 

This, it is reported, is the larg- 
est amount involved in any fi- 
nance application filed with the 
commission to date under the 
Motor Carrier Act. 

The company plans to issue 
100,000 shares of 6 per cent cu- 
mulative convertible preferred 
stock, with a par value of $10 per 
share, and 250,000 shares of com- 
mon, par value of $1 per share, it 
is stated. 

It proposes at present to sell 
only 600,000 shares of preferred, 
and estimates that this will bring 
about $550,000. Of that amount, 
not to exceed $300,000 would be 
used to purchase new equipment, 
and the remaining $250,000 will 
be retained in the treasury, to be 
used for working capital and the 
acquisition of additional feeder 
lines, largely intrastate in opera- 
tion. 

Interstate Motor Freight Sys- 
tem, headed by Harry Bylenga, 
president, operates intrastate 
lines between Detroit, Grand 
Rapids, and Muskegon, Mich., 
under authority of the Michigan 
Public Utlities Commission, and 
interstate lines in Massachusetts, 
New York, Pennsylvania, Ohio, 
Michigan, Indiana, Illinois, Ken- 
tucky, Wisconsin, Missouri, Iowa, 
and Minnesota. 


FWD Earnings Increase; 


Payrolls are Up 31% 
CLINTONVILLE, Wis. — The 
Four Wheel Drive Auto Co. 
earned a net profit of $105,358.73 
for the fiscal year ending June 30, 
according to a report by Walter 
A. Olen, president, to stockholders. 
More than $1,000,000 in sales in- 
creases over las. year, represent- 
ing an increase of 47.7 per cent, 
were reported by Mr. Olen. 


An increase of 31 per cent in 
average pay rolls for the year, 
and an increase of 39.3 per cent 
in factory pay rolls alone was 
made by the company this year. 
With more than $700,000 in new 
pusiness booked on June, the new 
fiscal year is promising, president 
Olen declared, point out that this 
summer has been the first in 10 
years that the company has been 
able to keep a full factory force 
employed during the summer 
months. 

Charles Hagen, Appleton; An- 
tone Kuckuk, Shawano, and A. A. 
Washburn, Clintonville, have been 
re-elected directors of the com- 
pany for three year terms. 


Earnings Double 


RACINE, Wis.—Earnings of the 
Twin Dise Clutch Co. for the year 
ending June 30 totaled $259,244 
against $108,845 the preceding year. 
Gross sales totaled $536,708 against 
$259,320 in 1935; net profit from 
operations for the year just ended 
was $324,840 against $130,763 the 
preceding year; income before fed- 
eral and state taxes and excess prof- 
its taxes was $328,508 against $136,- 
114; income taxes and excess profits 
totaled $69,263 against $27,269. 


FWD Reports 
CLINTONVILLE, Wis.—The Four 


Wheel Drive Auto Co. reports for 
the year ended June 30, net income 
of $105,359, equal to $6. 13 a share 
on 17,197 capital shares. Unfilled 
orders as of June 30 approximated 
$700,000, it is reported. Sales in- 
creased more than $1,000,000 or 4717 
per cent over the preceding year, 
the company states. 
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Denver Dealers Cleaning Up Stocks of 36 Jobs 


August Sales Increase 


I2 Per Cent Over 1935 


By IRA R. 


DENVER.— Dealers in new 
automobiles in this city are hara 
at work at the present time clean- 
ing up their stocks of 1936 models 
to be in readiness for the arrival 
of the 1937 models. As a result 
of this extra effort sales are good 
with all dealers reporting an in- 
crease in number of sales last 
week over the same week a year 
ago. In fact, sales during the past 
several weeks have been good and 
above the figures of the same 
period in 1935. 

Sales of new passenger cars in 
Denver during August jumped 12 
per cent over the same month a 
year ago, according to Tom Bra- 
den, secretary of the Denver 
Automobile Dealers’ Assn. Nine 
hundred eight new automobiles 
were sold here during the month. 


Business Far Ahead 

The increase in sales for the 
first eight months this year over 
the same 1935 period was 31 per 
cent, with a total of 9,125 new cars 
sold, Braden’s report showed. 

Gene Arnold, head of the Cen- 
tral Chevrolet Sales Co., Denver, 
says that his business so far this 
year has shown a 50 per cent in- 
crease over the same period last 
year. “During the past week,” 
said Arnold, “we sold nine new 
cars. and at the present time have 
on hand 31 new cars to carry us 
through until the 1937 models 
arrive. We. are arranging our 
plans with the idea of registering 


an increase in business next year | 


over the present year. Every in- 
dication points in that direction. 


Used car demand is also good and | 
right now we have in stock 29 


used car units.” 
Denver distributors report that 


their dealers in other parts of the | 


states are enjoying better busi- 
ness than they have in a number 
of years and the outlook for fall 
is extremely bright in most sec- 
tions of the state. During the past 


week the most optimistic crop | 


report of the summer for Colo- 
rado was issued by F. K. Reed 
statistician for the federal bureau 
of crop and 
anu the state planning commis- 
sion. Colorado 


August, Reed said. 
early in the 
above normal 


has increased yield prospects. 
Truck Sales Soar 

Soaring sales of new com- 
mercial trucks during the past 
month reflected better business 
of merchants and business houses. 
The increase over 1935 was shown 
at 77 per cent for the eight 
months and 43 per cent for the 
past month. New trucks sold in 
Denver since Jan. 1 numbered 
1,428. 


Mullins Corp. 
Reports Orders 
From Auto Firms 


CLEVELAND. — Mullins Mfg. 
Corp. in its automotive parts di- 
vision, which comprises a little 
more than 50 per cent of its total 
business, is booked to capacity 
for the coming 1937 automotive 
year, according to Wall Street 
Journal. The company has been 
forced to reject some orders along 
that line. About 400 men at pres- 
ent are making ready with the re- 
tooling necessary to take care of 
parts for the new models. The 
company has expended between 
$750,000 and $1,000,000 on this out- 
lay for the present period. 

Mullins has had a _ successful 
year thus far in 1936 and busi- 
ness has held up exceedingly well 
during August, normally a dull 
month. The company has the 
prospects of completing 1936 with 





livestock estimates 


crop. prospects | 
improved steadily throughout) 
Heavy rains | 

month provided | 
moisture supplies | 
and favorable growing weather | 








. ALEXANDER 


a net profit about 30 per cent better 
than it had last year and the best 
showing in an annual operating 
statement since 1928. Net for the 
full year may run around $550,000 
after normal charges, but before 
provision for federal surtax on 


undistributed profits, or the; 


equivalent, after dividends on the 
$7 preferred stock, of around 
$2.25 a share on roughly 155,530 
shares of combined Class A and B 
common stock. Last year Mullins 
reported net profit of $423,781 or 
$1.41 a share on the 157,550 com- 
bined common shares. 


In first six months of its fiscal 
year to June 30, last, the company 
had a profit of $310,603 before fed- 





eral taxes, compared with $284,124 
in first half of 1935. 


While Mullins in the last two 
years has been doing well from 
an operating standpoint, the com- 
pany still needs working capital to 
take care of its high level of 
operations and is at the present 
time in the same predicament as 
many similar companies because 
of the new tax bill, the Journal 
says. Under old-time rules of 
business the company would be 
ploughing back earnings in order 
to build up its working capital 
position. Under the new law with 
earnings around $550,000 the com- 
pany, if it distributes no dividends 
on common, will be forced to pay 
a surtax of around $85,000. 


Mullins has been giving con- 
sideration to the payment of a 
dividend on common in order to 
escape so large a tax but the 
matter probably will not be de- 
cided until late this year. 


PLEASING THE 


IN SAFETY... 


AX the world recognizes the high engineering stand- 
ard set by Cadillac and LaSalle. It is evident in 
every detail of these two truly great cars — especially 
so in their luxurious Bodies by Fisher. 


Take each of the three major points on which a car body 


is judged and it becomes plain why Body by Fisher has 


won such preeminence. 


Take safety, first. That famous one-piece, seamless solid 
steel “Turret Top” assures a stronger, safer body —a 
body that has unmatched durability and freedom from 


weaving. 


Then, consider comfort. With Fisher No Draft Venti- 
lation that scoops in fresh air and keeps it circulated, 


THE MARK or THE MODERN CAR 


| ONE-PIECE SOLID STEEL 


Trailer Plant 
To Open Soon In 


New Bremen, O. 


DAYTON, O.—Wheels of the 
trailer industry are to start turn- 
ing in New Bremen, O., by Oct. 
1, with the opening of the Para- 
mount Coach, Inc., plant in the 
former Brigg’s Furniture Co 
factory building. 

The new concern engaged in 
the manufacture of house trailers. 
The past several years, according 
to C. T. Schutz, president, has 
seen a great increase in the de- 
mand for house trailers, and it 
has been estimated by economist: 
that the demand for the coming 
year will approximate 200000 
| units, while the industry is pre- 








pared to around 
25,000 units. 

The Paramount trailer will be 
built in three models, according 
to the president of the new firm. 
Paramount Coach, Inc., will em- 
ploy a number of the skilled cabi- 
net makers, for which New Bre- 
men is noted, to start production 
of the house trailers, and expects 
by the first of the year to have 
from 75 to 100 experienced work- 
men in its employ. Chief engineer 
and designer of the new firm is 
L. A. Halm, of Piqua, O., who has 
been engaged in trailer manufac- 
ture for the past five years. 


supply but 


DuPont to Build 


BATON ROUGE, La. — Construc- 
tion of a plant to cost $2,800,000 
will be started just north of this 
city on Oct. 1 by the tetre-ethyl 
fluid division of E. I. du Pont de 
Nemours and Co. The site of the 
plant covers approximately 35 acres. 


TYLE..COMFORT 


A PERFECT ICTURE of luxury, the La Salle above and its companion car, Cadillac, 
represent the automotive world’s finest masterpieces in engineering and design. Certainly. 
you can pardon our pride in the fact that both of them carry the emblem, Body by Fisher. 


the interior of a Body by Fisher is always a pleasure 
to ride in. With its deep-cushioned seats, comfortably 
“angled” and luxuriously upholstered, it’s always a 


joy to relax in. 


Finally, compare its style. The tasteful lines and con- 
tours of a Body by Fisher represent streamlining 
without straining, a gracefully beautiful interpretation 


of the modern trend. 


On all General Motors cars—and only General Motors 
cars— Body by Fisher is a sure sign of greater value. 


«TURRET TOE sora : 


is GENERAL MOTORS CARS ONLY: CHEE AY : PONTIAC 0 LD 





OU may well feel happy over the generally good year 
y you are having. But, for comparison’s sake, ask yourself 
this: What price range is enjoying the biggest boost? And 
what car is getting most of that? 


On the record, the lowest-price cars chalked up a good 
increase. The high-price field had a better year, too. 


But in Buick’s class the lid blew off—and Buick’s increase was 
greater than that of the rest of its field combined! 


What’s it to youP Just this. The buying trend has switched 
to better, slightly higher-priced cars — with Buick setting a 
sensational pace. In no other field, in no other car, are the 
present ‘‘take’’ and future prospects of big money so great. 


As a result of this sweeping surge to Buick, we are in a posi- 
tion to expand our dealer organization in a few non-conflict- 
ing directions. To the right man of seasoned experience and 
proved ability, here is a rare chance to cash in where sales 
are not only skyrocketing—but are producing luscious profits, 
each and every one. 


WHEN BETTER AUTOMOBILES ARE 
BUILT, BUICK WILL BUILD THEM 





| YOUR MONEY GOES 





6b Ucks 


Here is an opportunity to join an organization that believes 
you should make money—and helps you in scores of practical 
ways to do just that. 


For instance, Buick’s margin of profit and territory set-up is 
specifically geared to increase its dealers’ money-making 
possibilities. Buick provides its dealers with a Management 
Method that shows them their financial status every month, 
points out definite ways to improve it. 


A letter, in confidence, if you wish, to W. F. Hufstader, 
General Sales Manager, Buick Motor Company, Flint, 
Michigan—will bring you further details of what is probably 
the ‘‘hottest’’ franchise in the automobile business today. 


$765 — list at Flint, Mich., for the new Buicks and subject to change with- 


out notice. Standard and special accessories groups on all models at 
extra cost. All Buick prices include safety glass throughout as standard equipment. 


ASK ABOUT THE GENERAL MOTORS INSTALLMENT PLAN 


] LERS 7ooO! 


foR DEA 





ful 


FARTHER IN A GENERAL MOTORS CAR” 








